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In This Issue: 


EDITORIALS—Business as It Reall~ Is—Continued 
Interest Sought—Buy Advertised. Products—Policy 
Worth Studying—Not Coal But Gar Shortage. 


Established Jobber Policy Produces Permanent 
Success . J. R. Hopkins 
Unique Historical Event at Disston Saw Works 


Source of Entries in Jobbers’ General Ledger 
G. W. Hafner 
Lower Cost of Doing Business Reported 


Belting, Packing and Hose the Rubber Triumvirate 


Getting Back Your Business 
Frank Farrington 
Advantages of Group Drives for Machine Tools 
Louis W. Arny 
New Delta File Works Price List 


More Changes in Dodge Manufacturing Corporation 
Tips on Selling From an Experienced Salesman 

J. K. Pease 
Wrought Pipe Has Unusually Wide Range of Uses 


New Products and Improvements of Interest 


General News From the Field (Six Pages) 


Published by The Crawford Publishing Co., 


Entered as second-class matter August 3d, 1917, at the post 587 South Dearborn Street, Chicago, Ill. 


office at Chicago, Illinois, under the act of March 3d, 1879. 
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Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 





FoR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
TORY PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 
PLIES. 


DETROIT LUBRICATOR (OMPANY. G 
- DETROIT, U.S. A. 


























GILBERT WOOD PULLEYS 


| 








Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 























2 When writing to Advertisers please mention Mitt Suppties. 





—w 
ea 























XMLL GUPPLIES 











| uae Belting ‘hard to compete | 
oy with and easy to sell’ 


F you are handling brands of leather belting which have “: 
I enough quality to make them, in the long run, a definite and_ : 
assured economy to the belt buyer—you will find that each : 
succeeding year your problem of securing belt sales becomes 
more and more simple. 

No saying was ever said that is more true of belting sales 
than “the memory of quality remains long after price is for- 
gotten,” for with a good belt not only the memory but the belt 
itself remains. 

Belting that will live on the pulleys for years and years more 
than justifies any small difference in its first cost. Your sales 
of such belting become easier and easier to sell and harder and 
harder to compete with as the years go by. 

It is this type of belting that we are attempting to manufac- 
ture here at the Chicago Belting Company. This has been our 
manufacturing policy for 33 years and today there are no belts of a more uniform 
high quality. Their first cost is no more than the cost of any good belt and their 
final cost is the lowest that can be secured. 

First cost and final cost are two very different things in belting. With some belt- 
ing your first cost is but a part of your final cost. With Chicago Belting your first 
cost IS your — cost. 


Branches in 
—_ go o Belting Leather New —_ vee gg Bos- 
ton, ittsburgh, ew Or- 
ompany leans, Los Angeles, Seattle, 


of Chicago, Illinois Portland, San Francisco. 
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Catalog No. 17 is a most interesting presentation of our 
entire line of industrial brooms and brushes. This catalog 
should be on your desk for ready reference. 


You will have constant use for Catalog No. 17. It will 
suggest new sales possibilities on lines from which you may 
not heretofore have realized your proper volume of business. 
It will prove to you the value of handling—and pushing 
hard—the CAPITAL LINE, a line that in quality, com- 
pleteness and salability has never been excelled. 


Indianapolis Brush & Broom Mfg. Co. 


26 Brush Street, Indianapolis, Ind. 


CAPITAL Brushes Brooms 
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“SATISFIED” 


That Is What You Will Say After Trying 


m C.D. RAILROAD UNIONS | 


The Unions With the Brass Valve Seated Disc 
NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 
ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


Manufacturers of a Complete Line of MALLEABLE AND 
CAST IRON PIPE FITTINGS Write for Catalogue 








Made of Heavy Pattern Alr 
Furnace Malleable Iron 


DELTA = > ast 


a 6 RONG 



















pEETH 


This mark is your 
File Insurance 







The Highest 
Grade File Made 


“The File You Will Eventually Use’’ 
DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 











TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 
Often Imitated But Never Equaled 
OTHER TOOLS WE MAKE 


Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 
Have You a Catalog? 


Armstrong Bros. Tool Co. 
“The Tool Holder People’”’ 
305 N. Francisco Ave. Chicago, U. S. A. 
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“TOLEDO’S” 


THE SUPREME IN 
PIPE TOOL EQUIPMENT. 


[—_ an 
The ‘Toledo” a Guarantee 
Trade-Mark is - That “Toledo” 
Your Customer’s ‘ Quality is There, | 


The ‘‘Toledo”’ reputation for dependable, serviceable pipe threading and cutting 
tools, that will give the greatest satisfaction, has been built up only after years of 
sincere endeavor to make ‘“Toledos’’ as nearly perfect as experience and modern 
manufacturing methods make possible. 





That we have succeeded in making ‘‘Toledos’”’ the efficient equipment for the 
user of pipe tools is proven by his increasing demand for them. 


The ‘‘Toledo”’ line enables the jobber to meet every customer requirement for 
threading and cutting tools up to 12”, and power equipment to electrically operate 
these tools. It is the most complete line of piping tools on the market today. 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO New York Office, 50 Church St. 

























oe a } Roller Bearings allow 

SUCCESSFUL ROLLER BEARINGS for" g 

trains, for a long time a dream of engineers, % Z one m an to push a 
2 27-ton railway car 


seem to have been produced in England. One 
man pushed with ease a twenty-seven-ton 
coach equipped with the new _ bearings, 
whereas it had taken seven men to push it 
without the bearings It is expected that the 
saving in fuel will be about thirty per cent 






What roller bearings WILL do for the rail- 
roads, they are already doing for users of power 
transmission machinery. The new and im- 
proved Bond Roller Bearings, being split, can 
” be installed in any standard shaft hanger with- 
(Ci... out disturbing shafting, couplings, collars, 
belts or pulleys. They reduce friction and cut 
maintenance costs. 








MILL SUPPLY JOBBERS who sell trans- 
mission should write us at once for prices and 
discounts on these new bearings. A mill sup- 
ply stock is not complete without them. 


Bond Foundry and Machine Co. 


Manheim, Pennsylvania 














Manufacturers of BOND rubber tired truck casters, cast 
iron and steel shaft hangers, and a full line of power 
transmission equipment 
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This page is going to sell Walworth Christmas Stillsons— 
Will you be ready ? 
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This full page will appear in the Saturday Evening 
Post DECEMBER 9th. 


What 


But it doesn’t answer the one question your cus- 


tomers will ask you: 
It tells the whole story of 

the 10 inch genuine Walworth Stillson as the most 

useful of Christmas gifts. 


mas Stillsons in stock? 


Venu 


York 


“Have you Walworth Christ- 
NOW. 


Philadelphia 


Chicago 





It’s not too late to get a shipment if you will order 

You can still get your stock in before this 

advertisement appears—on the ninth of December. 

WALWORTH MANUFACTURING COMPANY, Boston, Mass. 
Seattle—Kewanee, Ill. -Portland, Ore. 

WALWORTH INTERNATIONAL COMPANY, NEW YORK, FOREIGN REPRESENTATIVE 


Plants at Boston, Mass., and Kewanee, Ill. 
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the CHICAGO tine 


Power Transmitting Appliances 











Ball Bearing Loose Pulley 


Mr. Dealer: 


The CHICAGO LINE of Power Equipment is a 
complete line of all standard appliances with many 
up-to-date specialties, such as Ball Bearing Loose 
Pulleys, Ball Bearing Friction Clutches, Ball Bearing 
Hanger Boxes, Ball Bearing Emery Grinders, 
Ball Bearing Countershafts, etc., all guaranteed 
to eliminate troubles caused by the use of or- 
dinary equipment. These specialties are in de- 
mand and profitable for any dealer to handle. 





Ball Bearing Friction Clutch, Sleeve Type 





It is a known fact that Ball Bearing Equipment 
eliminates friction, reducing power bills, and all 
live dealers will be looking for a connection along this 
line. 


Ball Bearing Countershaft 


We list above only a few of our many trouble saving 
specialties. Are you handling up-to-date equipment, 
enjoying the profits of CHICAGO LINE DEAL- 
ERS? 


Catalog and Prices sent on request. 
Chicago Pulley & Shafting Co. 


FACTORY: 


Menomonee Falls, 


MAIN OFFICE 
30 So. Clinton St., 
Chicago, Ill. 


Wisconsin 





The Marvel Grinder, Ball Bearing 
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‘“‘Co-operation—” 


“With co-operation in the sale of ‘The 
Reeves’ Wood Split Pulley we have 
been able to show a very substantial 
increase in the volume of our business. 
New customers are continually being 
added to our active list.” 


“Co-operation from the factory and 
“There is no firm with whom we deal 
that supplies us with nicer advertising 
literature or gives us finer co-operation 
in sales help than Reeves Pulley Com- 
pany.” 


satisfied customers, hand in hand, make 
this a most profitable and pleasing ac- 
count—and that’s what you get when 
you handle ‘The Reeves’ Wood Split 
Pulley.” 


These are the things you hear 
when you talk with distributors 
handling 


“7h 
ie Loe 


PULLEY 


Investigate now and associate yourselves with a 
profitable line. 


REEVES PULLEY COMPANY 


Columbus, Indiana 


Reeves-Bond Sales Co. 


Cor. Clinton & Monroe Sts., Chicago 













> |\F DRILLS ¢ 


Accessibility is a vital ie " 
point in the make up =m mo) 
of a drill. The best i—> 
drill needs repair and seo 
overhauling at times. J 


CLARK DRILLS can be ‘‘taken 
down’’ and reassembled with- 
out disturbing any electrical 
connections—an exclusive 
Clark feature. 


Ls CLOSED 





|= 


CLARK DRILLS didn’t ‘‘hap- 
pen’’— They are the result = ] on) | 
25 years’ experience by the Ca oR 

Originators of portable elec- — 
tric drills. 


m/ 
Whatever your drilling or grinding A 
requirements there is a CLARK tt 
BLUE RIBBON ELECTRIC 
TOOL that will serve you most : pass 2 
effectively and economically—let CS 


us send you complete catalog. 


Jas. Clark, Jr. Electric Co. - 
INCORPORATED 
Louisville - - - Kentucky ee 








—Mechanical Leather Tanners— 


Mabbs - Chicago Rawhide Hydraulic 
Packing 


This is the genuine mechanical braided 
rawhide hydraulic packing, of which we are 
the sole manufacturers. It is the most dura- 
ble hydraulic packing in the market. 


Chicago Rawhide Mallets and Hammers 


wom 












VHIDE MEG. CO. 





Every mill and automobile supply 
dealer should stock these tools. 


Vulcanite-Krome Belting 
(Chrome Tanned) 


Chrome belt butts and mechanical chrome leathers 
of all kinds. 


37 The Chicago Rawhide Mfg. Co. 
Ces” 1301 Elston Ave., Chicago, IIl. 


Branches: LEWIS E. TRACY CO., 127 Broad St., Boston. 
Chicago Rawhide Mfg. Co., 109 Broad St., New York. 
Chicago Rawhide Mfg. Co., 2310 Grand Blvd., West, Detroit. 
Mechanical Leathers, Ltd., 79 Front Street, East, Toronto. 
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Make Our 
, Engineering ¢- 
Staff a Part 


of Your 
Organization! 





ore OUR Engineering Department YOUR engineering de- 
partment. Allow us to help you — and ourselves — by 
helping YOUR customers solve their transmission difficulties. 


Each succeeding month sees additions to the ranks of the farsighted deal- 


ers who are increasing their profits by taking advantage of 





LINE 
QO Co. 


and our co-operative engineering service. 


For 65 years our attention has been concentrated upon the development 


and production of power transmission appliances to meet every condition of 
usage. 


The wide range of types now available—both as to material and design— 
allows our dealers to successfully take care of any situation which may arise. 


T. B. WOOD’S SONS CO. 


BY INVITATION 
MEMBER OF 


BASE PLATES 





SHATTIWS 
FLOOR STANDS COUPLINGS 
PILLOW BLOCKS SET COLLARS 
WALL BRACKETS rULEETS 
ROPE vepapasives HANGERS 
BEL: « FR iC THO WK 
TIGHTENERS CLUTCHES 





NEW YORK, U. S. A 


Vanufacturers of Power Transmitting Machinery exclusively and continuously since 1857 


CHAMBERSBURG, PENN. 
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DodégeWood Splitfalley 


5 MILLION SOLD SINCE 1882 
Guaranteed for Lifé 





LIGHT 









Easy and 
profitable to sell 


The name Dodge answers the question of quality — con- 
struction you can see is right—performance is proved by over 
forty vears’ service in America’s most representative industrial 
plants. 

You can offer Dodge wood pulleys without apology or argu- 
ment—Dodge distribution enables you to offer them on the imme- 
diate delivery basis. 

Why not represent a leader—a pulley backed by a reputation 
that none other can approach. It means larger profits, quick , in 
turnover and volume sales. Let us submit our agency proposition. New York 
Right now! Philadelphia 


Pittsburgh 
Boston 


“d = Cincinnati 
Dodge Sales and Engineering Company)“ 
General Offices: Mishawaka, Ind. Works: Mishawaka, Ind.and Oneida,NY\  winespois 
Power Transmission Machinery-Elevating and Conveying Equipment-Heavy Oil Engines Houston 
San Francisco 


oe 
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Protecting You and Your 
Customers 





Metal for O-B Valves is poured 
into the molds at exactly the right 
temperature. Pouring temperature 
has a great deal to do with the physi- 
cal properties of bronze. A few de- 
grees over or under the correct value 
makes a big difference in the lasting 
quality of the finished valves. 


The Pyrometer is only one of the 
precautions that is being taken daily 
in turning out O-B Valves that will 
meet all conditions. 





, O-B No. 1 Line 
Are you protecting yourself and Globe Valve 


customers by handling the O-B Line. 





the Qhio 


Mansfield t+ ¥Yonio USA. 


NEW YORK, 50 Church Street PHILADELPHIA, 710 Witherspoon Bldg. CHICAGO, 343 So. Dearborn Street 
WM. P HORN CO., Pacific Coast Agents San Francisco Portland Seattle Los Angeles 
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American Injector Co. 


sTuam 


HELICOID CONVEYOR 


pgs flights (without laps 

or rivets), and heavier flights on 
larger pipe, make Caldwell Helicoid 
Conveyor by far the best on the mar- 
ket. It is the recognized standard con- 
veyor of this type. 


DETROIT .: MICH. 





UMMUIMALILULAMOUUUHUNUUAUUIUOUAUEA ULLAL 


Get Our Prices 
Before Putting in 
Your Stock Order 


POUT 


The price is no more than for ordinary 
screw conveyor. 


H. W. CALDWELL & SON CO. _LINK-BELT Company, Owner 


Dallas, Texas, 709 Main Street—Chicago, 17th Street and 
Western Ave.—New York, Woolworth Bldg. 
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Engineers’ 
Red Book CAAILIDW 15 LIL 
Free for LL 
Asking . 
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In 1923— 


What will it cost YOU to get business P 


Will you get the benefit of a modern, up-to-date catalog in the 
hands of your custemers, or will you present the opportunity to 
your competitors P 


Will you plan NOW to cut your selling costs and increase your 
net profits, or will you delay until it is too lateP A Column Unit 
Catalog, National Standard Size, will positively sacrease sales and 
at the same time reduce selling costs. There is no longer any 
question about that. It has been proved repeatedly by Mill 
Supply Jobbers throughout the country. 


There is no question either that the Column Unit System is the 
most convenient and economical method of securing exactly the 


catalog that YOU AND YOUR CUSTOMERS NEED. 


The only question is: 


Will you let us hear from you NOW while you can 
name your own delivery date 
you of profits later on P 





or will you let delay rob 


It costs nothing to discuss the details with our represen‘ative. 
Let us hear from you today. 


WYNKOOP HALLENBECK CRAWFORD CO. 
“Printing Headquarters” 
Compilers and Printers of Mill Supply Catalogs 


THE COLUMN 3! UNIT CATALOG 


NATIONAL STANDARD SIZE 

















80 LAFAYETTE STREET NEW YORK CITY 
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Ferry Bright-Finished, Heat-Treated Cap Screws 





Heads Die-Made 
Are Always Uniform 


Engineers have been tireless in their search for bolts and screws, 


the heads of which would not only be clean cut and true shaped. 
but as hard and tough as the shank itself. 


It remained for Ferry to perfect “The Matrix, or Die-Compression 


principle.” in which the head is formed by proper compression 
with special patented tools and machines. 


Heads die-made are always uniform. This is just one of the fea- 


tures that has helped Ferry Process Screws attain the enviable 
position they now hold in the cap screw field. 


Send for the Ferry Bright-Finished, Heat-Treated Cap Screw 
illustrated above for comparative purposes. 
Let us quote you prices on your requirements. 


“If It’s Upset, It Must Be Heat-Treated” 
The Ferry Cap & Set Screw Co., Cleveland, O. 
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But this fourth Flex-a-Tile color has 
made possible a still more striking chap- 
ter in roofing history, for with Weathered 
Brown has come the multi-tone roof— 
a blending of brown shingles with green, 
of brown with red, of brown with blue- 
black in many combinations, laid promis- 
cously on the roof. 


A roof effect to suit exactly each 
builder or owner can readily be chosen. 


Shingle That Has 


Won Instant 
qularity 


Distinctive qualities have created 
a strong demand for the new Flex-a- 
tile Weathered Brown Shingle. 


The beauty of this rich, mellow 
color is out of the ordinary. 


The added weight and stiffness of 
the new super-giant, plus the supe- 
rior strength of Richardson felt be- 
neath its waterproof surface, give 
exceptional durability. 

The 10x 14 inch size makes it 
economical to lay, saving 35 per cent 
in labor and nails as compared with 
Standard Asphalt Shingles. 


FLEX-A-TILE 


HOUSE 


TOPS 


Men who build have but to see this 
new shingle effect to appreciate the rare 
beauty of a Weathered Brown roof—for 
here is a shade that suits equally well 
the dignity of the finest dwelling or the 
charm of the modest bungalow. 


The profits of this instant popularity 
are yours if you sell this shingle—Weath- 
ered Brown. Like many other Richard- 
son Products it presents a real business 
opportunity. 





Address Dept. M 


°Yke RICHARDSON COMPANY 


Melrose Park (Chicago) II]linois 


Lockland (Cincinnati) Ohio 


New Orleans, Louisiana 
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New Eveready Welding Outfit 


For Garages, Repair Shops, Blacksmiths and Sheet 
Metal Workers Generally 


A small, compact, lightweight welding outfit, a new member of the 
famous EVEREADY family, made by the largest makers of oxy- 
acetylene apparatus in the world. 


What the Outfit Is: 


Eveready H-2 Welding Blowpipe; 7 tips and lighter 
V-17 Oxygen Regulator, 60 lb. gauge. 

V-15 Acetylene Regulator, 15 lb. gauge. 

Necessary Hose and Wrenches 














Instruction Book, Spectacles - 
Assortment of Welding Supplies Pd 
One Decarbonizing Blowpipe. 4 
Pd 
Plenty of space for your overalls, gauntlets, etc. 4 
i > & 
e = ot 
And Note that Price, $53.50 O til ao 
xR 
> > 
SOLD BY ACTIVE JOBBERS EVERYWHERE ra e 4e & © 
CES 8 
NS - ~ 
Fr 
Oxweld Acetylene Co. 4 AS 9" 42 
A $ < “ C we © 
Newark, N. J... Chicago, San Francisco Ps ee 
oy Fa FF 
World’s’ Largest Manufacturers of Z _ s WR eo os A 
Welding and Cutting Apparatus / » ae ro RS % 
and Supplies. s > < oe ~ 
ow \ rag 
/ | 
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that Insure Economy, 
Satisfaction and Service 


Satisfactory service under ALL con- 
ditions, long life and economy are 
the outstanding features of all— 

















ASBESTOS PRODUCTS 


As the largest manufacturers of asbestos 
textiles in America, we are in position to 
put into Garco products the results of long 
experience and superior workmanship. 


GENERAL ASBESTOS & RUBBER CO. 
Main Offices and Factories 
Charleston, S. C. 

Branches: 

New York, 296 Broadway 
Chicago, 14 North Franklin St. 
Pittsburgh, 311 Water St. 














Asbestos Products 


Packings 
Locomotive Throttle and 
Air Pump Packings 
High Pressure Piston 
Packings 
Valve Stem Packing 
Medium and Low 
Pressure Packings 
Perfect Valve Rings 
Flax Packings 
High, Low and Medium 
Pressure Sheet Packings 
Gaskets and Gasketing 
Material 
Asbestos Wick and Rope 


Electric Heater Cord 


Asbestos Textiles 

Cloth Yarn Cord 
Carded Fibre 
Braided Tubing 

















When writing to Advertisers please 


mention MILL Supplies. 

















MULL QUPPLUES 























| 


Shetting, . oe in o oy 
Tr ice 

mill by Beek rt 

process. Made of special 

Steel, particularly adapted for 

shafting, 13 pe ectly straight 

and true to size, 











Male and Femaic Flange Coup- 

it Presscd on shaft ends 

and faced to insure accurate 
iment, 











Double-brace, Ring - olling, 
Four - way - adjustment, Orep 

. Heavy, strong, self- 
lubricating. 











V-groove Friction Clutch, with 
eteel-rim pulicy attached to 
removable, extended sleeve. 
More than 60,000 in use. 
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Cast-' Pulley. Si: 
from 3-in. to nebein ‘diame meter, 
60-in. face. 


s 
8 
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Yes! 


WE can come as near answering “YES” 

to your every request for need of line 
shafting equipment devices as human inge- 
nuity can devise with plant facilities and 43 
years’ experience. 


The Medart Line is complete—shafting, 
couplings, hangers, bearings, clutches, gear- 
ing, four kinds of pulleys, rope sheaves and 
sO on. 


Breakdown, emergency and rush orders 
have the right of way. It’s only a question of 
your using WIRES or MAIL to get our 
facilities working for you. 





Everything in 
Line Shafting Equipment 


The Medart line embraces everything required in the 
mechanical transmission of power—Medart is the 
only organization in the world exclusively producing 
line shafting equipment in its entirety and its contin- 
uous expansion since 1879 indicates definitely the 
high standard of excellence to which every Medart 
product must conform. 


Get Catalog No. 43 


Write today for our new catalog No. 43—send your 
specifications for our Engineers’ estimate. 


THE MEDART COMPANY 
(Formerly Medart Patent Pulley Co.) 
General Office and Works: St. Louis, U. S. A. 


Office and Warehouse: Cincinnati Offices: Chicago and Philadelphia 
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Have you received a 
copy of the Sherwood 
Book? It is well worth 
reading. It describes ail 
Sherwood products in 
cluding injectors, eject- 
ors, oil pumps, flue 
cleaners—acomplete line 
of power plant equip- 
ment ranging from fusi- 
ble plugs to grease cups. 


Write your name and 
address on the margin 
ofthis page. Forward it 
to us, and we will send 
the Sherwood Book to 
you by return mail. 
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Hart Oil Pumps Installed on Boiler Feed Pumps in the Plant of 
Republic Metalware Company, Buffalo, New York 


Let Us Help to Increase 
Your Sales and Profits 


Sherwood does more to help the jobber than sim- 
ply build a superior line of power plant specialties. 


While the “Hart” Oil Pump and the other 
Sherwood Products have been bringing dealers 
repeat orders because of their records of long- 
continued, economical service, Sherwood is co- 
operating in merchandising campaigns that are 
a direct aid in obtaining business for the trade. 


Trade paper advertising that brings inquiries to 
the jobber, catalog pages, direct-by-mail liter- 
ature and real sales co-operation is offered every 
dealer handling the Sherwood line. 


If you are not fully acquainted with the Sher- 
wood Merchandising plan -a plan that increases 
the jobber’s profits—write today for complete 
information. 


SHERWOOD MANUFACTURING COMPANY 
BRASS FOUNDERS AND FINISHERS 
Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N. Y. 
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W&B 


SUPERIOR 
PERFORMANCE 


The superiority of ‘““W & B” drills and reamers 
is assured long before they become for sale. 


One of the most important phases of Whitman 
& Barnes manufacturing has to do with an 
accurate determining of exact margins of supe- 
riority. 

These test comparisons include every good drill 
in the world, and before a ‘““W&B” drill or 
reamer becomes for sale its advantages over its 
strongest rivals have become definitely determined. 

Under normal conditions you may safely expect 
a minimum of 25% superiority. 

With ‘““W & B” mechanical service, this per- 
centage is invariably raised to a point where 
comparisons are out of the question. 


A HeGrnme eo free Mts ha 
Clfrn, Chi 























Whitman & Barnes 
27-inch high speed 
drill, drilling .65-.85 
manganese steel en- 
gine pistons at the 
rate of 3 inches per 
minute. 


“W& B” 134-inch Hercules 
high speed drill, drilling 
115% nickel .50-.75 man- 
ganese, .40-.50 carbon 
steel 34-inch side bar 
pinions at the rate of 60 
holes per hour. 
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~ MARION 
STEAM SHOVEL 


THERE is an almost endless list of Whitman & Barnes 
customers who testify to the remarkable qualities 
in “W & B” drills and reamers, and to the invariable 
profit reflected in Whitman & Barnes service. 

The Marion Steam Shovel Co., Marion, Ohio, is 
one of the oldest and most distinguished of these 
enthusiastic users of ‘““W & B”’ drills. 


For a great many years the Marion Steam Shovel 
people have sought the counsel and assistance of 


Whitman & Barnes service representatives, with 
correspondingly valuable results. 

There is no avoiding the fact that savings in 
drilling operations are dependent upon this kind of 
a relationship. 

If drilling economies increase profits or tend to 
reduce prices at the Marion Steam Shovel Co., it is 
certainly owing to this direct and intimate co- 
operation—as well as to superior qualities in the drill 
or reamer. 


“W & B’ Warehouses 
64 Reade Street, New York City 
565 W. Washington St., Chicago, Il. 
139 Queen Victoria St., London, E. C. 4 


Whitman & Barnes 


AKRON, OHIO 
Manufacturers of TWIST DRILLS AND REAMERS Exclusively 
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Saving 47.4% of 

the waste in stock 

bronze by a new 
method 


Stewart Bearing Metal is made up 
in bushings and bars, 13 in. in length, 
in 316 sizes. Every bar and bushing 
is machined and finished all over, 
thus eliminating all or part of the 
waste in material and time in finish- 
ing the bearing for use. 


It is made 13 in. long instead of 
12 in. asin standard practice because 
bearings are almost universally made 
in lengths which are a multiple of 2 
in. or 3 in. A 13 in. bar gives ample 
room for chucking and tool clearance. 


The waste in ordinary practice from 
machining and chucking is 55%. 
With Stewart Bearings it averages 
only 7.6%, a saving of 47.4%. 














Wonderful Performance 
of New Copper-Lead Stewart Bearing Metal 


Recent actual performance records of the new copper-lead Stewart 
Bearing Metal opens up vast possibilities for every user of bearing metal. 


It has been definitely proved that it can be remelted without segregation. 
In fact, it improves with each remelting. 


An idea of the service Stewart Bearing Metal will give can be gleaned from 
the following: A bearing made from a stock bar of this material was placed on a 
shaft 1{% in. diameter—running 750 R. P. M. under a load of 660 lbs. and kept in 
service for five hours without lubrication. At the end of the fifth hour—a pyrometer 
inserted in the bearing showed the temperature to be 1020° F. The shaft was red hot 
showing that the shaft temperature was about 1200° F. Upon removing the bearing 
it was found that it had not yet worn in to a perfect fit — the shaft was not even 
scored nor the bearing harmed. Each and every bar of Stewart Bearing Metal will 
give the same uniform service. 


Stewart Bearing Metalis made in four degrees of hardness: ‘““B”; ““C”’; “DD” and “E” the 
latter for extra heavy service. The uniformity of Stewart Bearing Metal is one of its 
strongest features. Its melting point is 1700°. Our engineering and Service Departments 
are available for expert assistance in working out any bearing problems which you may have. 


Distributors and Jobbers—In a few territories we wish distributors acquainted 
with the metal trade. For jobbers, we have an opportunity in Stewart 13 in. Bushings 
which merit immediate investigation. Write direct to the 


STEWART MANUFACTURING CORPORATION 


4504-91 Fullerton Avenue Chicago, Illinois 


Or communicate with our nearest factory representative: 
L. RUPRECHT A. C. OLFS Cc. W. ROOT 
30 Church Street 7321 Woodward Avenue 57 Erie Street 
NewYork, N.Y. Detroit, Mich. Milwaukee, Wis. 
E. P. GRISMER 
Caxton Bldg., 800 Huron Rd. 
Cleveland, Ohio 


Bearing 
Metal 


J. FRANK LANING & CO. 
327 First Avenue 
Pittsburgh, Pa. 
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end for 
ThisBook 


-if interested 
in Wire Rope 
Protection 








It tells a story of progress that should interest every dealer and 
user of Wire Rope—ask for it. 


It describes and illustrates the ropes with the Telfax Marker. 
—the greatest advancement in the manufacture of Wire Rope 
in recent years. 


Write us today for your copy and let us quote 
you at the same time on your present or future 
requirements of this super-quality rope. 


WILLIAMSPORT WIRE ROPE COMPANY 


Main Office and Works Gen’! Sales Office: Peoples Gas Bldg. 


Williamsport, Penn. Chicago, Illinois 
_— “accepted as the best’’ : 
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A Valuable Pipe Bulletin for 
Jobber, Dealer and Manufacturer 


“NATIONAL” BULLETIN NO. 27—USES OF “NATIONAL” 
PI PE—is, primarily, suggestive of what may be accomplished by a 
judicious use of wrought pipe in place of other structural materials 


—such as wood or solid metal. 


The publication will be found useful by all dealers who are interested 
in developing new fields for the sale of pipe. 


Some more or less technical or engineering information is given in 
the shape of tables of weights, dimensions, and properties of pipe; 
pipe columns; formulae, tables, and diagrams relating to the manip- 
ulation, use and service rendered by pipe, ete..—information which 
should prove useful to the prospective customer in developing such 
constructions as the Bulletin may suggest. 


Copies of this Bulletin may be obtained from the 
nearest District Sales Office of National Tube Company 


Send for yours today 
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USES OF “NATIONAL” PIPE 
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NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 
DISTRICT SALES OFFICES 


Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St. Louis St. Paul 
PACIFIC COAST REPRESENTATIVES: U. S. Steel Products Company San Francisco Los Angeles Portland Seattle 
EXPORT REPRESENTATIVES: U. S. Steel Products Company New York City 
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Please write 


THE OHIO VALLEY PULLEY WORKS, Ine. 


to Your Secretary MAYSVILLE, KY. 


Asking them to submit without obligation to us the only 
practical motor pulley stocking proposition. 


Give This Memo— 
| 
| 
| 
| 


Because— 


For the first time in the history of Motor Pulleys, a practical stocking proposi- 
tion is offered to dealers. Within the last few months a great many large stocks of 
LIMESTONE Motor Pulleys have been installed, the majority being initial stocks 
—others replacing stocks of fiber, paper and cast iron Motor Pulleys. Each one 
of these dealers is finding the stock profitable, and their increasing replenishing 
orders substantiate their practically unanimous assurance that no consumer ever 


buys other Motor Pulleys after once using LIMESTONE. 


The answer is readily apparent — LIMESTONE Motor Pulleys are the best 











Fone Yarves 


Especially the White Star Valve 


CONTROLS ALL LINES ABSOLUTELY 


WHITE STAR GATE VALVES 


Iron Body—Bronze Mounted—Rising Stem 
Discs and seats of non-corrosive White 


“POWELLIUM NICKEL” 


Steam working pressure up to 150 and 250 lbs. 


DEPENDABLE SINCE 1846 


Order from your dealer 
Write us for circular 


The Wm. Powell Co. 


CINCINNATI, O. 
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BUSINESS AS IT REALLY IS 


If anyone expected a business boom in October, 
they were naturally somewhat disappointed, but 
the improvement in the industrial situation was 
not only marked, but doubtless registered in vol- 
ume fully as great an increase as the industrial 
stomach could digest without inflation pains. The 
firmness in rates for money, the shortage in 
freight cars, wage increases, and increases in cost 
of basie industrial raw materials, all the 
statement. 

The demand for freight cars on 
141,252 in excess of the supply. For the third 
week in October soft coal production reached 
10,200,000 tons, with at least 2,000,000 tons of 
anthracite hoisted, according to reports by the 
geological survey. This means that coal reserves 
are being built up rapidly. Steel mills are run- 
ning practically 75 per cent of capacity, and a 
leading authority figures eight leading steel prod- 
ucts as selling at $52.55, as against an average of 
$42.12 per ton last February. The construction 
plans of leading steel corporations for 1925 mean 
the expenditure of hundreds of millions of dol- 
lars. 

Building construction, directly affecting all in- 
dustries, reached unprecedented volume during 
the first eight months of the year. The aggregate 


prove 


Oct. S was 


of listed contracts covered a_ total cost of 
$2,562,872,000, greater by $7,000,000 than the total 
for the entire vear 1921. Industrial construction 
was 21 per cent of the total. 

Kor some time the low price of grains was a 
distinct menace to our general improvement in 
business, but the recent European war scare, and 
a general realization that the market was heavily 
oversold, resulted im an advance of about 10 
cents per bushel on wheat, relieving farmers of 
some of their burdens. 

The shortage in common labor has been an out- 
standing feature of our industrial revival, re- 
sulting in an advance of 20 per cent in wages by 
the steel corporations. The new immigration 
laws are largely responsible for this condition. 
For the fiseal vear ended in June, 1922, we re- 
ceived but 32,724 classed as laborers, while 100,- 
038 left our shores, creating a shortage of 67,514. 
For eight vears we have been steadily falling be- 
hind the former net increases in laborers. 

While prices are slowly advancing, there is 
nothing in sight to indieate anything like infla- 
tion. Buyers are still extremely cautious, cover- 
ing only immediate needs. While there is some 
gloom evidenced over our decreasing exports, 
especially when compared with our imports, the 
best business minds in this country see in that 
situation but the natural effort of trade to reach 
an equilibrium. We cannot continue selling the 
world our products to the excess reached during 
and for so long a time after the war. We cannot 
go on cornering the world’s gold. There must be 
a redistribution of the vellow metal to stabilize 
exchanges. 

As far as wages, rents and commodity values 
are concerned, wage earners might as well realize 
that the persistent ‘‘ vicious cirele’’ forward price 
movement, so much talked of a short time ago, 
netted them nothing. Every advance they re- 
ceived was taken away from them as soon as they 
started to pay increases in rent, for food, wear- 
ing apparel, coal and every other necessity of life. 
Getting back to normal, if anyone really knows 
what ‘‘normal’’ is, will be a rather sickening 
process, if it ever comes. At present conditions 
in the United States are out of joint mainly be- 
cause agriculture is not as prosperous as the re- 
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mainder of the country, restricting farmers’ pur- 
chases seriously. If the prices ot farm products 
advance appreciably during the next few months, 
the outlook for 1923 will be exceeding:y bright. 





CONTINUED INTEREST SOUGHT 

William A. Durgin, Secretary Hoover’s right- 
hand man in the program of standardization of 
American industries, in a recent informal talk 
to a group of business paper editors in Chicago 
cleared up many of the current misconceptions 
of the government program and left his hearers 
more than ever impressed with the practicability 
and desirability of standardization. His explana- 
tion of just what the aims of the department of 
commerce are in pushing the program, and his 
report on the progress of the undertaking, indi- 
cate that success will almost certainly crown See- 
retary Hoover’s efforts. 

Mr. Durgin’s official title is chief of the division 
of simplified practices. He stresses the point that 
what the government is trying to do is not to 
enforce on American business a Prussianized 
system, wherein there will be a methodical succes- 
sion of monotony, but rather to urge on the differ- 
ent industries the desirability of installing simpli- 
fied practices. 

While he did not select, unfortunately, any mill 
supply item for an example, his use of a common 
article of household furniture as an illustration 
aptly filled the bill. He reealled the situation 
which confronted the department in beginning 
the work of standardizing the bed manufacturing 
industry. Recalling the difficulty of almost any 
householder who desired to purchase a mattress 
to fit a bed, he demonstrated the utter lack which 
existed of any standards. A standard single bed 
might mean almost anything. There were single 
heds, five feet six inches long, and single beds five 
feet ten inches long, and there were single beds 
six feet this and six feet that, and in widths that 
varied as greatly as the lengths. It meant, many 
times, an extra expense to have a man from the 
furniture store come out to the prospective pur- 
chaser’s home to take back the mattress originally 
sent out, and take the measurements for one that 
would fit. The result was much lost motion and 
increased costs to the consumer. 

When the matter was first taken up with the 
furniture manufacturers of Grand Rapids, the 
latter threw up their hands in horror, asserting 
that bed-making was an art and that every type 
of bed was a distinctive tribute to the artist. 
Hence, there could be no standardization of art, 
or art itself would be destroyed. The department 
then convinced them that there was just as much 
opportunity for art in a Chippendale six feet two 
inches in length, as in one five feet eight inches, 
to say nothing of the additional eomfort whieh 
would aecrue to hotel guests who are now able, 
in many instances, to enjoy only partial comfort 
from many of the short varieties. 


Getting closer to mill supplies, Mr. Durgin 
pointed out the innumerable different types and 
sizes and styles of axes which are now manutac- 
tured, so that for a dealer to stock a complete 
line of this particular item of stock would mean 
that he must handle hundreds, and even thou- 
sands, of different types with consequent addi- 
tional overhead expense and confusion for both 
dealer and consumer. By settling on a sensible 
number of types and sizes, there would be a 
noticeable decrease in the number of dies and 
plates and machines for the manufacturer, and a 
great saving of space for the retailer, without any 
decrease in the sales of axes. 

Most mill supply jobbers who will look over 
their stock bins will appreciate the additional 
space required for odd sizes of nuts, screws, bolts, 
tools, and other items, which, if products were 
reduced to standards, could be eliminated from 
stock. One manufacturer of files recently elim- 
inated 1,942 individual kinds, sizes and cuts of 
files. We feel certain that no jobber has missed 
them. The file demand will not slacken because 
there are still enough varieties to do any desired 
work. Yet, think of the saving in overhead for 
the manufacturer and for the jobber. 

The elimination of useless waste in industries, 
of piling up shelves with useless varieties of 
products, and of the extra burden of costs that 
must be shared by the faster selling varieties, is 
one of the most progressive steps in American 
industry. It is to be hoped that the mill supply 
trade will continue to take an active interest in 
the work, for few trades will be more benefited. 





BUY ADVERTISED PRODUCTS 

Study of several mill supply house catalogs 
recently received again demonstrates the fact that 
mill supply jobbers select their stocks for the 
most part from advertised products. This is 
another testimonial to the value of advertising. 
It is more than that, too, for the fact that this 
selection of stocks from advertised products is 
universal among mill supply houses brings the 
conviction that buying advertised goods pays. 
Otherwise, why would jobbers continue to show 
this preference? 

It involves the same old psychology that char- 
acterizes all buying today. When we go into a 
cigar store and gaze down the long counter at the 
rows of cigar boxes, seeking a smoke of the satis- 
fving variety, nine chances out of ten, we will 
finally ask for a brand which we have seen adver- 
tised. Why? Because we feel that advertised 
goods are best, that they afford us a guarantee of 
better quality than the unadvertised goods. 
Again, because the brand of the advertised prod- 
uct is familiar and consequently carries a certain 
feeling of acquaintanceship, while the unadver- 
tised brand is strange and unfriendly. When we 
make a trip to the drug store or department store 
for tooth-paste, or shaving cream, or taleum 
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powder, the same percentage holds in favor of the 
advertised product. No matter how we try to 
avoid it, the truth remains that, admit it or not, 
advertised products get our money. 

There are plenty of products placed on the 
market through advertising that have scored dis- 
tinctive successes. Advertising men point out 
Kskimo Pie as one of the striking examples of 
this. Within six months after the inventor first 
perfected his idea, nearly everybody in this coun- 
try knew about the new chocolate covered ice 
cream bars. It was indeed a spectacular demon- 
stration of how advertising can bring a new idea 
to the American public. 

Advertising, however, does more than intro- 
duce new ideas to you, and this is particularly 
applicable to the mill supply trade. Advertised 
products safeguard you in their purchase. You 
ean depend upon them. Nothing can succeed 
through advertising unless the article itself has 
merit and, if an article has been widely advertised 
for a long time, you ean be sure that it is good 
or the publie would never have supported it. 

That is why mill supply jobbers have come to 
look upon advertised products as their first source 
of supplies. That is the reason why ‘you will find 
so many mill supply jobbers who carry as regular 
stock items products of the regular advertisers 
in Mitt Suppures. It is because these manufac- 
turers have kept their names and products before 
the jobbers year in and year out until they have 
attained a standing which amounts to a trade- 
mark. They will tell you that this poliey pays. 





A POLICY WORTH STUDYING 


All manufacturers and jobbers of mill supplies 
should read the article by J. R. Hopkins which 
appears in this issue of Mitt Suppures. It is as 
conclusive an argument for Jobber distribution as 
can be found, for it is a frank statement of the 
poliey which has proved successful in distribut- 
ing the products of a prominent mill supply manu- 
facturer. As Mr. Hopkins maintains, it is a policy 
that merely follows the rules of the game, and 
is not original with his company. The same 
poliey may be adopted by any manufacturer of 
products which are salable as factory, mine, steam 
and machine shop supplies, machinery and tools. 

There is really too little understanding of the 
relationship that should exist between the manu- 
facturer and the jobber. There are still too many 
manufacturers who look upon the jobber as a 
superfluous middleman. They do not take into 
consideration the absolute necessity of the jobber 
as a connecting link in the economie distribution 
of manufactured goods. Too much effort cannot 
be expended in driving home this necessity. 

In addition to clarifying the position of the 
Jobber, the article contains some pertinent advice 
to manufacturers who are seeking, or have se- 
cured, jobber distribution. Probably the soundest 
of this advice is the caution to manufacturers to 
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stop selling to the jobber and sell through the 
jobber. 

lt would be difficult to summarize the needs of 
both manufacturer and jobber better than to 
repeat that ‘‘what the mill supply dealer wants 
from the manufacturer, and what the manufac- 
turer wants from the dealer, are very nearly one 
and the same thing. Each is looking for a perma- 
nent and profitable business, and each wishes to 
be known and respected over the widest possible 
territory.’’ Those who follow the rules will find 
what they want. 





NOT COAL BUT CAR SHORTAGE 


The appointment by President Harding of the 
fact-finding coal commission to study the problems 
developed by the recent coal strikes and to make 
recommendations to congress regarding legisla- 
tion to prevent recurrent labor troubles in the coal 
fields starts the ball rolling towards some solution 
of one of the main afflictions of American industry. 
The make-up of the commission at least presages 
an intelligent and practical investigation of the 
whole coal mining problem. The results of the 
work will, however, have no bearing on the present 
coal situation, and, in view of the fact that winter 
is at hand, it is well to consider just what the 
outlook is for coal supplies. 

The Chamber of Commerce of the United States 
has made a survey of coal supplies in the states 
cast of the Mississippi and north of the Ohio 
rivers, the part of this country which is regarded 
as critical territory in the event of a coal shortage 
this winter. The survey showed that there are 
practically no supplies in the hands of local deal- 
crs; public utilities have forty-five days’ supplies ; 
by-product coke plants are faily well supplied; 
steel works are fairly well supplied; general in- 
dustries have about forty-five days’ supplies; the 
bituminous situation is becoming easier; and there 
seems to be no general complaint as to price. 

The government fuel administrator finds that 
the maximum production of anthracite is from 
1,800,000 to 2,000,000 tons a week. He further 
finds that the productive capacity of the bitumin- 
ous mines is probably as high as 14,000,000 tons 
a week, but that limitations in railway transporta- 
tion indicate that for the next few weeks only 
9,500,000 to 10,000,000 tons can be transported, 
together with the 1,800,000 tons of anthracite. 
The needs of the country for current consumption 
of bituminous are apparently about 8,200,000 to 
8,500,000 tons. This implies that, while sufficient 
coal can be moved for current supply, distribution 
will be greatly disturbed if too much coal is stored 
beyond day to day requirements. It is not a coal, 
but a ear shortage. 

It is just another instance of crippled trans- 
portation. We have been told recently by those 
in position to know the facts, that the railroad 
situation will not be improved very soon. 
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Pol icy 


Produces Permanent Success 


Any Product of Merit, Which Can Be Produced at a Price to Make Its 
Purchase Possible, Can Be Developed Into a Success, if Manufacturer 
Follows the Rules of the Game, Selling Through Instead of Merely To the 
Jobber, and Co-operating With Good Merchandise and Vigorous Sales Plan 


J. R. HOPKINS 
Advertising Manager, Chicago Belting Co. 


The laws which govern the sales of any manufacturer’s 
product through mill supply dealers are as clear cut and 
as simple as the Laws of Moses. Any manufacturer of 
a product classed as a “mill supply” can develop a suc- 
cessful business through mill supply dealers if he will 
observe these laws. It makes no difference whether he 
is making pulleys, or belting, or tools, or any other of the 
large list of material that goes to make up a mill supply 
line. 

If he wishes to play the mill-supply-dealer game, he 
must play according to the rules of the game if he desires 


are observed. No product, regardless of its merit, can 
continue to prosper very long if even a few of the rules 
are not observed. 

In the building of our belting sales through jobber 
outlets we do not credit ourselves with being the 
originators of any part of our established jobber policy. 
We simply play the game according to rule and our 
jobber policy is but a complete collection of all of the 
rules of the jobber game into a fixed policy. The same 
set of rules applied to any other product will produce 
equally successful results. 
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The dots show distribution of manufacturing in the United States. 


The circles show approximate size of territories that can be 


served by any one belt stock. The circles have a fifty mile radius where manufacturing is concentrated and a one hundred mile 
radius where manufacturing is less concentrated. As to whether or not a jobber can give belting service to territories of this 
size is an open question and varies greatly but this map shows the necessity of jobber distribution very clearly. 


to be successful beyond today’s needs. These rules are 
not secret—they are the common knowledge of all pros- 
perous mill supply men, and shared and believed in alike 
by manufacturer, mill supply house, salesman, and con- 
sumer. Any product of merit that can be produced at a 
price that will make its purchase possible can be de- 
veloped into a success if the rules of the jobber game 


What the mill supply dealer wants from the manu- 
facturer, and what the manufacturer wants from the 
dealer, are very nearly one and the same thing. Each is 
looking for a permanent and profitable business, and each 
wishes to be known and respected over the widest 
possible territory. 

From the standpoint of the dealer, the leather belting 
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which we sell through them is not considered as merely 
leather belting, but more as merchandise which makes up 
but a part of the service which the dealer renders to his 
customers. From this viewpoint our leather belting must 
not only be high grade belting which will add to (and not 
detract from) the prestige and good will owned by the 
dealer, but our belting must also be “good merchandise.” 
The difference between “good merchandise” and ‘quality 
of product” is very great, for quality implies only an 
intrinsic worth of the product, while good merchandise 
means that the product must have a demand that per- 
mits of turnover and profits to the dealer. 

Many products having very high quality are not good 
merchandise—which is a statement any supply man can 
check up by looking on his shelves and noting the ma- 
terial there that does noc move. The majority of this 
material has quality or it never would have been pur- 
chased, but regardless of this quality it is poor mer- 
chandise if it does not move. A product of quality be- 
comes “good merchandise” only when it is supported by 
a sales plan that makes the product move. 

This is the basic rule of all mill supply successes, and 
means in a nut shell that the manufacturer must stop 
selling to the jobber and start selling through the jobber. 
A quality product plus a vigorous sales campaign is the 
combination that does the trick. 


MILL SUPPLY DEALERS NECESSARY 


The mill supply dealer is now and always will be an 
important cog in the distribution of belting of all kinds. 
The reason why this is so is because belting needed for 
replacement cannot always be anticipated by the belt 
buyer. They cannot go into their plants, look over the 
belts which are running on the pulleys and be able to tell 
just when each belt will break down and a new one be 
needed. A belt, as a rule, looks all right to the casual 
observance of factory men until it breaks. And when it 
does break, they must frequently replace it in a hurry. 
They cannot wait until a manufacturer eight or ten hours 
away can ship the belt to them—they must have it im- 
mediately, or at least before the following morning. 

This makes it necessary for any manufacturer to have 
stocks and service stations located at convenient points, 
and unless the amount of business that can be done at 
these conveniently located points is very large indeed the 
manufacturer cannot afford to put in his own branch. 
Where branches cannot be maintained at a profit the mill 
supply jobber is the logical means of supplying belting 
service. A glance at the map showing the location of all 
industries makes it readily apparent that no manufac- 
turer of belting can have national distribution without 
stocks in the hands of mill supply houses located where- 
ever the amount of belting used by the local industries 
makes it imperative that service be supplied if sales are 
to be made. 

With our own company we sell our belting all over 
the world, and with the exception of ten branches in this 
country and our main factory in Chicago all of this entire 
territory is served through mill supply houses with 
stocks. 

CO-OPERATING WITH THE DEALER 

It is our policy that when we secure representation 
through a dealer, we should not only consider the imme- 
diate sale of our products in the dealer’s territory, but 
should also plan for the development of these sales for 
a period of time running considerably into the future. 
Both our dealers and our own company have interests 
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that are mutual, our dealers becoming not only our rep- 
resentatives, but our partners, as far as the sale of our 
belting in their territory is concerned. We attempt to 
handle all of our jobber sales, so that five or ten years 
from now both our jobbers and ourselves can point to a 
record of progress and growth with no small degree of 
pride. 

Once our line is placed with a dealer, he is consid- 
ered by us as an integral part of our own sales organiza- 
tion, and as such is entitled to all of the consideration 
and all of the training and co-operation which we give 
to our own direct-pay-roll salesmen. We consider that it 
is just as much our duty to train jobbers’ salesmen as 
it is to train our own salesmen. Every bit of informa- 
tion and training that we think will make our own men 
better belting engineers and better belting salesmen is 
given to them and the same training—the same educa- 
tion—is offered to the salesmen of each of our jobbers. 

It is a fundamental rule of selling that a man sells the 
most of that which he knows the most about, and it is 
easy to see what great strides could be made in the sale 
of mill supplies through mill supply houses, if each mill 
supply salesman knew as much about each of his prod- 
ucts as did the manufacturer of that product. This, you 
say, is, on the face of it, impossible, as the mill supply 
house has too many lines—but, on the other hand, only 
part of this line is made up of staple articles that are 
purchased, as is belting, either every day or every few 
days. On these “staples” many manufacturers would be 
surprised at the amount of education the average mill 
supply man has. There are some corking good belt sales- 
men working for mill supply houses—men who know not 
only belting, but their entire line as well. 

This is a basic and easy-to-understand truth and yet 
it is surprising how frequently it is lost sight of by man- 
ufacturers. It does not matter what activity we engage 
in we are always best at those undertakings which we 
know the most about. If we have never played golf we 
naturally cannot see the game at all, and it seems a 
foolish waste of time. If we are experts and play the 
game regularly we swear there is nothing like it. So it is 
with mill supplies; those of the line that we know best 
we will naturally sell the most of, and it is up to the 
manufacturer to train the salesmen of the jobber in the 
sales arguments of his line if he wants results. 

It is frequently said that the jobber salesman would 
not read or pay any attention to the sales material sent 
him, but there is nothing that is farther from the truth. 
The jobber salesman not only wants all the sales infor- 
mation that he can get, but he “eats it alive.” It is dif- 
ficult to find a salesman in the jobbing field who is not 
intensely interested in his own advancement, and if the 
sales material sent to the jobber salesman is meaty and 
to the point, it will invariably be welcomed by the sales- 
man with open arms, especially if the information will 
in any way help the salesman to increase his own sales, 
increase his value to his house, and assist in increasing 
his salary. 

There is a world of difference in the grades, prices and 
brands of leather belting and of the various types of 
fabric belting. It is rare to find a dealer salesman who 
understands the entire subject so well that he can give to 
his consumer trade an honest and frank opinion based on 
a genuine knowledge of the subject. 

The consumer looks to the jobber salesman to be an 
expert on belting and the salesmen’s volume of belting 
sales will be directly in proportion to his knowledge, plus 
his natural qualifications as a salesman. Too much 
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very Production Man 


Wants These Machine Tools. Send Your Buyer 
to Long Island 


On November 14, at Long Island City, N. Y., the War 
Department will conduct an auction of unusual interest 
to every production man. 

Wherever the wheels of industry hum, the offerings of 
standard machine tools and equipment in this auction will 
serve faithfully in production work, and many a purchas- 
ing agent will find in this sale ALL the things he will 
need for months to come. 

\s for the prices--you know how it is at an auction. 
The price is largely what you make it. 

See to it that some one in your plant sends for the 
catalog showing the complete bargain opportunities at 
Long Island City. Here are a few of the offerings you 
will find: 

Machine Tools-—Lathes (American, Pratt & Whitney, Lo- 
Swing, LeBlond, Jones & Lamson, Reed-Prentice, “Au- 
tomatic,” Gisholt). Milling Machines (Cincinnati, Pratt 
& Whitney, Ingersoll). Shapers (Steptoe, Potter & John- 
son). Grinders (Landis). Drills and Drill Presses (Col- 
burn, Pratt & Whitney, American Radial, Barnes Radial). 
Gear Cutting Machines, Hobbers. Fischer Grooving Ma- 
chine, Die Sinking Machines, Die Casting Machines, Pro- 
file Fixtures, Broaching Machines and Tapping Machines, 
various well known makes. 

Tool Room Equipment — (Large quantities) — Machine 
Tool Parts, Racks for bar stock and tools, Tool Stands, 
Thread Gauges, Plug Gauges, Grinding Wheels, Belting, 
Countershafts, Reamers, Taps and Dies. 

Tool Crib Supplies—Steady Rests; Tool Posts and Hold- 
ers; Bushings; Pads, collet; Clamps; Lathe Tools; 
Wrenches; Chasers; Reamer Blades; Jaws. 





Stock Room Equipment—Carbon, Nickel, Nickel Chrome, 

A Mammoth Sale of Chrome Vanadium, Tool, Cold Rolled and Hammered 

; Machine Steel; Drill rods; Sheet Copper, Brass and Steel; 

Used Machine Tools, Pig Lead; Bronze, round and hex; /+_- Tubing, seam- 

7 less; Cast Iron, round; Wrought Iron, bar; Rivets, iron; 

General Plant Equip Tees; Elbows; Collets; Machine Screws; Cutting Oils; 
ment and High Grade Enamel, auto black, many drums. 

Miscellaneous Equipment—Steel Stools; Tool Stands, 

Bar Stock steel; Lockers; Industrial Trucks; Cleaning Machines, 


w/ motors; Pressure and Valve Gauges; Oil Tanks; 
at Safes; Oil Separators, motor driven; Pyrometers; Sclero- 
scopes; Time Recording Clocks; Ground Glass; Belt and 


Long Island City —— a. | 4 | 
ectrica quipment—Transformers, Moto Searing 
November 14, 1922. ag 000 


Linings, Rheostats, Voltmeters, Armatures, Motor Bases, 
Edison Storage Batteries, Fuse Blocks, Switchboard Pan- 
els, Condulet Bodies and Covers, Carbon Brushes, Motor 
Coils, Starting Compensators, Controller Drums, Porce- 
lain Knobs, Magnetos, Reflectors, Controller Contacts, 
Lead Covered Cable, etc. 


For inspection of this material, complete catalog and terms of 
sale, communicate at once with the Commanding Officer, Air 
Service Depot, Long Island City, N. Y. The Government re- 
serves the right to reject any or all bids. 
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knowledge of the line and too much training of the job- 
ber salesmen cannot be undertaken by the manufacturer, 
especially in the power transmission field. All of our 
salesmen are not only experts on all types of transmis- 
sion belting, but they are practical belt engineers as well, 
capable of advising on the correct design of belt drives, 
the maintenance and operation of belts, how to install 
them and how to keep them running at the least expense. 

If all belt drives were well designed and if all belting 
were subject to neither abuse nor neglect, the life of 
leather belts would be practically unlimited—leather belts 
would come near to running forever. Correct belt de- 
sign, proper treatment and care of belting, and a knowl- 
edge of what constitutes belting quality, are what we 
attempt to teach all of our men. And we undertake the 
training of jobber salesmen who are interested in our 
belting, so that after they have handled our line for a 
while they are probably just as well informed about 
belting and just as able belt salesmen as are many fac- 
tory representatives of belting manufacturers. 

Every jobber salesman should also know the funda- 
mental rules as to which belt should go on which drive. 
Belting up right is of the utmost importance. With the 
modern development of the Slide Rule Belt Scale, which 
has been issued by the Leather Belting Exchange, and 
which can be secured free from any belting manufac- 
turer, together with a simple list of rules, there is no 
longer any reason why any consumer or any jobber sales- 
man should not be able to advise correctly on the belt 
that is required for any given drive. Every jobber sales- 
man should also become familiar with all the various 
types of belting, so that he knows which should be rec- 
ommended and can accurately assist the consumer in his 
decision as to what to buy. 


BRINGING TILE FACTORY TO TITE JOBBER 


Selling as we do such a large percentage of our product 
through jobbers, and having so many jobber representa- 
tives, there are naturally a number of these men who 
have never been enabled to come to our factory. To 
those we attempt to bring the factory to them, and to 
keep them well informed of every constructive event that 
happens here. We want our jobber salesmen to know 
just as much about us as he would if he had a desk in our 
main office and reported every day. 

We are definitely committed to the sale of our products 
through jobbers through the exclusive territory plan, and 
when we have assigned such a territory we do every- 
thing within our power to assist the jobber to have a 
large business and to make money. The more money he 
makes the more pleased we are. We do not go in and 
sell direct without seeing to it that our jobbing repre- 
sentative gets his share. 

For a jobber to have a belting department that grows 
in both size and profits from year to year it is necessary 
to advertise your product in his territory so that what 
you are selling will be both known and respected in ad- 
vance of the salesmen’s call. To accomplish this your 
advertising should be above all else persistent—it must 
never let up. The-history of advertising has demon- 
strated that keeping-ever-lastingly-at-it is the greatest of 
all advertising rules, providing you have a product of 
merit. 

When we secure a new jobber we do not feel that it 
will avail us very much in the long run to simply go into 
his territory and develop his enthusiasm only while the 
line is new. We frequently spend more money in our 


advertising in the dealer’s territory in the first year that 
he is with us than we make on his account, and we do 
this purely and simply because we are building for the 
future, and we know that the jobber co-operation which 
we offer will in the long pull come out ahead and be 
profitable to both of us. We believe that all manufac- 
turers’ and jobbers’ co-operative advertising should be 
fifty-fifty for the jobber and the manufacturer, and that 
the name of the jobber should be displayed with equal 
importance to the name of the product or the name of 
the manufacturer wherever possible. 


TRADE PAPER ADVERTISING INVALUABLE 


There is no other type of advertising that can be used 
by industrial advertisers that combines effectiveness and 
low cost in the way trade paper advertising does. These 
papers in America have very high business standards 
indeed, are the recognized sources of information in their 
particular fields, and have a power for good that is un- 
deniable. Buyers look to them for the latest and most 
authentic information in their fields, and recognize their 
advertising pages as being representative of the highest 
grade merchandise that they can procure. I suppose Mr. 
Cooper will blue pencil this assertion, but MILL Surppiies 
is undeniably a good illustration of the above statement. 
The manufacturers’ co-operation with jobbers should in- 
variably include a program of trade paper advertising. 

The only way to advertise successfully is to advertise 
with all-year around advertising to develop all-year 
around demand. The more advertising the manufactur- 
ers can display for the dealer, the more profitable that 
department becomes to the dealer, and the more enthusi- 
astic he naturally is about participating in the manufac- 
turers’ sales program. It is frequently said that this is a 
difficult thing to accomplish where the manufacturers’ 
profit to the dealer is none too high, but when you con- 
sider how absolutely necessary it is for any mill sup- 
ply house selling transmission equipment to include belt- 
ing in this equipment in order to make his service com- 
plete, it can readily be seen that the belting account, if 
efficiently handled and if built up to a sufficient volume, 
will not only be very profitable in itself, but will also be 
invaluable in assisting the dealer to build up his sales in 
his other lines. If he sells everything but belting then 
he is permitting some other competing jobber who sells 
belting to secure an entering wedge among his accounts, 
and one that may eventually take them from him. It 
likewise follows that the proper type of belting account, 
rightly fostered by both the manufacturer and jobber, 
may be the means of his eventually securing a number 
of new accounts for his entire line of mill supply equip- 
ment. 

An oak tree does not grow from an acorn overnight 
and this is especially true of jobber sales. Nothing worth 
while was ever built without taking time in the building, 
and this is essentially a characteristic of belting sales. 

3oth the manufacturer and the jobber have their share 

of work to do, and although it is bromidic to say so, yet 
a permanent success in the development of belting sales 
lies as much with the jobber as it does with the manu- 
facturer. If the manufacturer’s merchandise has a gen- 
uine, proved merit, if his sales plan is intelligent and 
vigorous, and if his business conduct is sincere and whole 
hearted, then it is up to the jobber to contribute to the 
utmost ability of his entire organization, if he is to travel 
far on the road to a permanent sales success in any 
given line. 
































The Hoover Line for Jobbers is a Builder 
of Profits and Good Business. Write us 
for Complete Details. 
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Best For Every Belt 


H > . In Alligator Steel Belt Lacing, 
H $9 “ supreme strength is combined with ease 
and speed of application, complete range 
of sizes, permanence, mechanical per- 
fection and economy. It is nationally 
advertised the year round. 








Keep suitable sizes of Alligator in 
stock. Your jobber will supply you. 


Interesting book upon request. Also, 
metal counter display card if you carry 
stock of Alligator. 





Flexible Steel Lacing Co. 
3 ee: : Lexington St., Chicago, Ill. 
The Worlds Largest Plant Manufacturing i aaienieaaeetae poe 


H ee ee In England at 135 Finsbury Pavement, 
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HOOVER STEEL BALL CO. 
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tie Edoemone (yp) _Eriction Clutch 


The Edgemont Catalog Helps 
You Sell Friction Clutches 


HOYT’S 
TURTLE 


Selection of the proper clutch for any 
installation depends upon a number of 
measurements and conditions. Our 
catalog aids buyers by giving careful 
instructions for giving us the necessary ‘ 
information. This catalog in the hands L h B I 

of your customer will help him secure eat er € ting 
the right clutch for his requirement. 


Dealers can secure a supply of catalogs Waterproof 


upon request. 





Bears one of the oldest and best 






known trade marks. All mill men 
THE EDGEMONT MACHINE COMPANY know Turtle Belting favorably. 
DAYTON, OHIO 
Backed by 75 vears’ successful man- 
EDGEMONT i ate 
atts ufacturing experience. 
Clutches 
Clutch 
Pulleys © Edward R. Ladew Co., 
Countershafts Incorporated 
Cut-off Type “C” 428 Broadway, 
Couplings Extended Sleeve ‘ 
Special Clutch with New York 
Clutches 


Burnproof Lining 
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Unique Historical Event at Disston Saw Works 


lorty-five Veterans of 


Fifty-years’ Service Attend Laying of 


Corner-stone to Mark Where Ground IWVas Broken for First Factory 


Henry Disston & Sons, Inc., Tacony, Philadelphia, 
Pa., manufacturers of saws, tools, steel and files, held 
an unusual celebration on September 26, when they 
laid a corner-stone to commemorate the fiftieth anni- 
versary of the first excavation on the present Disston 
site. The outstanding feature of the event was the 
fact that Jacob Disston, Sr., the 
only surviving son of the founder 
of the works, laid the corner- 
stone, and assisted in the 
ceremony by William Smith, who 
fifty had assisted 
Henry the original 
breaking of ground. An even 
more unusual feature from a hu- 
man interest standpoint was the 
presence at the ceremony of forty ‘ 
five employees who were working 
for Disston when the Tacony 
plant was started half a century 
before. 

Fifty years ago, 1872, the 27th 
of September fell upon a Friday. 
This date had been marked for 
breaking ground for a new fac- 
tory which the Disston company 
had planned to build. Henry 
Disston, founder of the company, 


Was 


years before 


Disston in 





to his credit fifty or more years of continuous service 
in the various departments of the Disston organiza- 
tion. Few, if any, manufacturing establishments in 
the United States can boast of such a record. At the 
unusual gathering of forty-five of these men to watch 
the corner-stone ceremony, these veterans reviewed 
the history of the works. 

They how in 1840 
Henry Disston, working by him- 
self, manufactured saws in the 
small cellar on Broad street, near 
Second street, Philadelphia. In 
1846 he leased factory space at 
Front street and Maiden Lane, 
where he had access to steam. In 
1849 the boiler exploded, demol- 
ishing the plant. Immediately a 
new factory was erected on an 
adjoining lot, a four-story factory, 
30x60 feet. This building formed 
the nucleus of the later works at 
this location. In 1871 the busi- 
ness had outgrown the Philadel- 
phia quarters and a tract of six 
acres of land was purchased in 
Tacony, a suburb of Philadelphia. 
The present Tacony works cover 
65 acres and include 68 factory 


recalled 








suddenly decided that Friday was 
no day to start such a venture. 
He immediately got in touch with 
Samuel Bevan, his chief engineer, 
and William Smith, who afterwards became chief en- 
gineer. The three men made the trip to Tacony one 
day before the scheduled date, and on Thursday, the 
26th of September, they started the first excavation of 
the Tacony plant. There was no time for laying a 
corner-stone. It was for this reason that the officials 
of the company decided upon the form of celebration 
for the event of last month. 

There are in all fifty-four men, cach of whom has 
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FORTY+FIVE OF 


JACOB DISSTON, SR., AND WILLIAM SMITII 
LAYING CORNERSTONE 


buildings. 

It will be interesting to many 
jobbers and craftsmen to know 
that among the articles which are 
sealed in the new corner-stone are models of the Diss- 
ton No. 7 and D-8 hand saws, the original saws pro- 
duced by Henry Disston. 

William D. Disston, grandson of the founder of the 
works, voiced the sentiment of the company in an 
address at the ceremony when, turning to the fifty- 
year men, he said: “We are proud of the fact that 
we are in the presence of you fifty-year veterans who 
by your loyalty and efficient workmanship have had 


























DISSTON’S FIFTY YEAR SERVICE MEN PRESENT AT CORNER-STONE LAYING 
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FRICTION 
BOARDS 


GRAY 
Steelite—Sheets 34x44—F SF 


Numbers 4 to 18 


Prompt Shipments 





SPECIAL GRADES AND SIZES TO ORDER 


Send For Samples and Prices 





WE ARE EXCLUSIVE DIRECT MILL REPRESENTATIVES FOR 


W. O. DAVEY & SONS 


No Matter What Grade You Require 
We Can Supply It 


C. B. HEWITT & BROTHERS 


INCORPORATED 


PAPER—BOARDS—GLUE 
18 Ferry Street New York 
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a great deal to do with the expansion of the plant. 
This corner-stone is not only dedicated to the ground- 
breaking incident on this site September 26, 1872, but 
also to the loyal co-operation of you men, and the 
veterans who have gone before you.” 

Of these fifty-four veterans, thirty-two are now 
actively employed in the Disston plant. The lengths 
of service range from 50 to 60 years. Two brothers, 
William and Isaac King, aggregate 108 years of serv- 
ice. George Arnold, a 55-year veteran, has two broth- 
ers working in the plant. These three men and their 
six sons—all of whom are in the Disston Works 
have to their credit an aggregate record of 264 years 


of Disston service. Three generations of “veteran” 
Emmetts work in the Disston plant, while the fourth 
generation of the Davenport family is now employed 
by the firm. 

It is interesting to learn from records that the num- 
ber of Disston veterans is showing a steady increase 
year by year. Ten years ago the list numbered 21; 
today, 54. The picture of those fifty-four workers, 
each with a half century or more of experience behind 
him, is one of which to be proud. They may well be 
considered the backbone of the largest saw, tool and 
file works in the world. 


More Landis Trade Siioals - 


Chicago Citizens’ Committee Finds 


So successful is the free trade school maintained in 
Chicago by the Citizens Committee to Enforce the 
Landis Award that two new courses have been added 
during the last week of October. The first of these 
courses is in painting and decorating. 
in marble and tile setting. 
mittee is being followed 
throughout the country. 

Forty journeymen selected by the painting con- 
tractors who are working under the Landis award 
have been organized into a class to learn color mixing 
and other fine points of painting so as to qualify them 
for foremen’s jobs later. The men were selected for 
their alertness and ambition. The class is under the 
personal instruction of one of the contractors, who 
has been interested for a long time in starting a trade 
school for painters. 

As soon as this class is well organized, a call will 
be issued for candidates for apprenticeships. This 
apprentice class will operate on lines similar to those 
which are now proving satisfactory with the 
plumbers, the boys being given a period of intensive 
training which ends in a job with a Landis award con- 
tractor. They will then return one day a week for 
further instruction until they qualify for journeymen. 

The second course, that in marble and tile setting, 
is being conducted as an improvement class for jour- 
neymen already employed. 

An apprentice class for sheet metal workers, and a 
second apprentice group in plumbing are already in 
process of organization. The decision to train sheet 
metal workers immediately was reached after a con- 
ference of Landis sheet metal contractors who were 
loud in their praises of the work which is being ac- 
complished in the advanced class for journeymen. 

The sheet metal apprentices, it has been decided, 
will start work as soon as the intensive training period 
is completed and will receive a beginning wage of 
$15.00 a week. This is the same as the plumbers’ ap 
prentices receive and both are a marked advance over 
the old rate of pay allowed under union rules. 

Perhaps the best indication of the possibilities of a 
trade school run along proper, non-restrictive lines, is 
shown by the work of the first plumbing apprentices 
during their two weeks’ intensive training period. 
Under the old regime, these youths would still be 
carrying tools for a journeyman plumber, if they were 
allowed on a job at all, or would be kept sweeping up 


The second is 
The work of the com- 
with widespread interest 


SO 


That Men Can Be Trained Rapidly 


the plumbing contractor’s shop. During the two 
weeks at the trade school they learned to thread pipe, 
picked up from lectures a working knowledge of most 
of the terms of the trade, learned the operation of the 
blow torch and the soldering pot, and built from pipe 
two frames for work benches. 

Following this, they roughed in, under the direction 
of the course teacher, the connections for a lavatory 
system for the school, made the usual tests, and in- 
stalled all the fixtures. The estimated value of the 
job was $885. 

Fred W. Armstrong, general manager of the com- 
mittee, speaking of the work, stated: “It is more and 
more apparent that the old four-year courses which 
insisted on slow, routine progress, can be greatly re- 
duced and the process of making a journeyman 
speeded up without any loss to him or his employer. 
This will make for the bringing into the building 
trades of a higher class of quicker-to-learn varicty of 
young men who carefully sidestepped a trade in the 
past because of the time it took to qualify.” 

James A. Patten, treasurer of the committee, who 
recently returned from a trip to Honolulu, brought 
back the report that San Francisco has been meeting 
with equal success in upsetting training precedents. 
“We've had contractor after contractor tell us,” says 
Mr. Patten, “that it is impossible to make a plasterer 
in less than four years. Here’s what they’ve done in 
San Francisco. They took a bunch of young fellows 
early this year and gave them an intelligence test to 
weed out the hopeless ones. They then began train- 
ing them as plasterers. Those young fellows, when 
I visited San Francisco, were drawing full pay as 
journeymen and doing ornamental—not plain—work 
on the newly completed Standard Oil building, and 
you can bet on it, the owners of that building wouldn't 
tolerate slipshod work.” 

The bricklaying situation is rapidly returning to 
normal, according to reports from Landis award con- 
tractors, although there is a natural disposition on the 
part of the men to get premium wages if they can 
bluff their employers into giving them. 

The committee’s employment bureau is making 
great strides. Up to Oct. 20, the bureau had filled 
23,511 requests for help. An average of over 100 men 
a working day were placed on jobs between the first 
and nineteenth of the month. On Oct. 16 a total of 
252 men were given jobs. 
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Transmission Belts 


Backed by more than 50 years’ experience in 
manufacturing high-grade leather belting, our 
brands deserve your most careful attention. We 
stand back of them unconditionally. 





ADHESO Leather Belting is steam and water- 
proof and derives its name from its unusual 
adhesiveness. It is made from combination 
mineral and bark tanned leather, which not only 
gives a high coefficient of friction but makes an 
exceptionally strong and durable belting. 


VOLT Leather Belting is another high-grade 
brand, and its use in thousands of factories under 
the most trying conditions is conclusive proof 
of its quality. 

OLD FAITHFUL Water-Proof Transmission 

Write today for Selting will stand up under water, acid and 
; steam. 
descriptive _ lit- 


erature of our 


various brands. Hide, Leather & Belting Co. 


Established 1870 
INDIANAPOLIS, IND. 
Detroit Evansville New York Memphis 


































































Each “Detroit”? hook 
has a pulling strength 
over 100 pounds. 


*‘Detroit”’ hooks are 
put upin 12” 
sections. 


STAGGERED 
“DSSS 


Belt Lacing 
Hooks Take 
A Perfect 
Staggered 
Hold on 
the Belt. 





“Detroit” 
hooks 
have 
equal 
length 
legs. 





















The Ruberized Paper 
sidestrips are easily cut 

to length with an 
ordinary knife. 









No perforations from 
either side of the belt at 
points marked X. 


This means 


STRENGTH 






“Detroit” Belt Lacing 
shows the least reduc- 
tion of the belt strength, 
leaving the belt stronger 
than any other lacing in 
existence. ‘“‘Detroit” Belt 
Lacingis the only machine closed 
wire lacing that takes a perfect stag- 
gered hold on the belt. This perfectly 
' staggered hold is accomplished by two 
things: (1) By using hooks with equal length 
legs. (2) By using two lengths of hooks and alter- 
nating the hooks, a long and a short one turn about. 


WRITE FOR FREE SAMPLE. 


DETROIT BELT LACER CO., Detroit, Mich. 


Bull Dog Lacer Co. of Canada, Ltd., Hamilton, Ont. 
The W. T. Nicholson Clipper Co., Ltd., Manchester, England. 





























Notice the “‘Detroit”’ Closed 
Hook, its shape and the 
way it closes. 









The Hookman 
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Source of Entries in Jobber’s General Ledger 


Description of Particular Facts and Tligures to 


be Co-ordinated 


and Summarized in the Various Accounts Kept in This Master Book 


G. W. HAFNER 


G. W. Hafner, Inc., Industrial Engineers, Chicago 


In the preceding article of this series a classification 
of general ledger accounts was presented. This is, in 
effect, the skeleton or framework into and around which 
the sentient facts and figures of any mill supply business 
are to be fitted. To present the particular facts and 


It will be credited from the “checks” column for 
the cash disbursements record (figure 17) with the 
total withdrawals for the month. 

As soon as statement is received from the bank coy 
ering the month’s business, it should pe checked up 


figures to be co-ordinated and 
account, their source and descrip- 
tion, is the purpose of the present 
article. Each account will be 
treated in the sequence in which it 
appears in the “Charts of Ac: 
counts.” 

Petty cash funds—These ac- 
counts will be opened by the issu- 
ance of checks for amounts suth 
cient to cover expenditures for, 
say, one week, for postage, express 
and for any other payments which 
cannot conveniently be made by 


summarized in each 


In this sixth article of the Hafner 


series the author presents a description 
of the method of making entries m the 
general ledger. ast month's article 


described the general make-up of this 
very important book of accounting. 
There may be confusion m the minds 
of some readers over the reference to 
figures contained in this article. In 
every imstance, except the references to 
figures 25 and25A, and figures 26 and 
26A, all figures refer to charts or forms 
carried in previous articles of this sertes. 
lor the benefit of those who are making 


and a reconciliation made of the balance in the bank 


as shown by the general ledger ac- 
count, with the balance as shown 
by the bank’s statement. 

In the verification of the bank 
balance, it seldom, if ever, hap- 
pens that the balance shown by the 
firm’s books will agree with that 
shown by the bank’s statement. 
The reason for this is that there is 
always an interval of time between 
the date of issue of a check and 
the date upon which such check 
is cashed by the bank. Checks 





check. There will be no further 
postings to these accounts, until at 
some future time the amounts of 
the funds are to be changed. 

As disbursements from any of 
these funds are made, receipts or 
vouchers (figure 15) will be se- 
cured for each disbursement; and 
at intervals, as often as may be 
necessary to reimburse the fund, a check will be drawn 
to the order of the cashier for the exact amount of the 
aggregate expenditures. The cashing of this check will 
bring the actual cash in the fund up to the original 
amount, and at any time, the total of cash and vouchers 
should agree with the amount of the fund, as shown by 
the specific “petty cash fund” account in the general 
ledger. At the end of each month a check must be 
drawn covering all expenditures to date, for the reason 
that, unless this is done, the proper charges for the 
current month are not made. 

At the close of each month, or whenever the fund is 
replenished, a “petty cash summary” (figure 16) should 
be made up, showing the total vouchers, the aggregate 
amount of same, and the total amount chargeable to 
each expense or other account for which payment was 
made. 


a special study of 


The “petty cash summary” is then to be treated in the 
same manner as a purchase invoice and entered in the 
expense journal (figure 21), distribution being made to 
the various expense controlling accounts and otherwise 
as required. 

Salesmen’s funds—-The procedure in connection with 
the salesmen’s funds is identical with that described for 
petty cash funds, except that reimbursement is made on 
a basis of salesmen’s expense reports instead of petty 
cash summaries. 

Cash in bank—The bank account of the company will 
be charged from the “net cash received” column of the 
cash receipts record (figure 13), with the total deposits 
for the month. 


the system outlined 
by Mr. Hafner, figures 5 and 7 were 
published with the July article, figure 
12 with the August article, and all other 
figures referred to were published with 
the September article. 

Following this description of the gen- 
eral ledger, the subsequent articles will 
cover the question of cost accounting. 


drawn in payment of accounts do 
not ordinarily reach the bank on 
thé same day, and frequently are 
outstanding for many days. It is 
therefore necessary to effect a rec- 
onciliation between the two bal- 
ances, taking into account all out- 
standing checks, and this should 
be made a permanent record, 50 
as to facilitate the reconciliation to be made at the end 
of the following month. 

Notes receivable—customers—This account will be 
charged from the “general ledger debits” column of the 
general journal (figure 19) with each note as it is re- 
ceived; or, at the end of the month, a summary may be 
made, and the aggregate notes received from customers 
be passed to this account in one charge. 

It will be credited, from the “general ledger credits” 
column of the cash receipts record (figure 13), with the 
payment of each note; or, at the month’s end, these may 
be summarized, and the total credit passed in one entry. 

lt will generally be found desirable to enter all notes 
receivable in the subsidiary notes register (figures 25 
and 25A), thereby providing a means of keeping track 
of their due dates, and of ascertaining the amount of 
interest on notes receivable each month. 

Notes receivable—personal—The same procedure is 
followed here as in the case of customers’ notes receiv- 
able, except that it is advisable to set up an individual 
account on the general ledger for each such note. 

It is understood that all notes received in settlement 
of customers’ accounts will be summarized in “custom- 
ers notes receivable” account, and that the various “‘per- 
sonal notes receivable” accounts are to be set up only 
in case notes covering other than sales transactions are 
received. 

This account will be credited, either singly or by 
summary at the end of the month, with the face value 
of all notes receivable discounted through banks or 
brokers. The entry will be passed through the cash 
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For jobbers who may prefer a large catalogue page size, + 
R. R. Donnelley & Sons Company now offer an entirely new series 
of mill supply catalogues with a page size of 7!4x10% inches. 


! 
The handy 6x9 size, standard with the great majority of mill sup- | 
ply jobbers in the United States and Canada, will also continue to 
be offered as heretofore. 








Since the Donnelley facilities, experience, and knowledge cf mill “et 
supplies are now available for both sizes, it becomes a matter of Say 
the preference of the individual jobber as to which size to use for cor 
his catalogue. “ 


me 
There are many points of advantage in this new series of cata- ch 
logues not available in other catalogues of the same page size. One bil 
of them is the most flexible system of selecting goods ever offered _ 
to the mill supply trade. ¢ 


be 


A considerable investment of our own funds is going inte the 
building of pages of the new series, and our Jobbers’ Catalogue 
Department has removed into larger quarters. But even with the 
enlarged department—by far the largest in the United States— 
our output of catalogues of the new series for Spring delivery will 
be decidedly limited, and prompt action is advised. 


One of our layout men will be glad to go into the matter in detail 
with you. 


phe Lakeside 





R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Department 
731 Plymouth Court Chicago, Il. 
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receipts record (figure 13) the credit being entered in 

the “general ledger credits” column, and the correspond- 

ing charge to cash in the “net cash received” column 

and to “prepaid interest” account in the “general ledger 
debits” column. 

It will be debited, either singly or by summary at the 
end of the month, with all notes receivable for which 
banks or brokers have collected, the corresponding credit 
being passed to “notes receivable” account. 


These entries 
will be made through the 


“general ledger—debits” and 


the general ledger, as well as to the particular customers’ 
ledger account affecced thereby. 

After all postings have been made in the customers’ 
ledger, the aggregate balances due from customers, as 
shown by the customers’ ledger, should be seen to agree 
with the balance of the ‘customers’ accounts receivable” 
account in the general ledger. 

Accounts receivable—personal-—A_ separate account 
will require to be opened for each individual affected. 
It should be borne in mind that these accounts are set 





NR 


FIG. 25 | 
NOTE REGISTER 


DATED 
YEAR 


MEMORANDA 


Mc. | Day 








The actual size of the 
“general ledger—credits” columns of the general journal. 
for this account exists by reason of the 
notes are discounted, the firm who dis- 
counts them is under a contingent liability to the bank 
for the payment of such notes until they are paid by the 
maker. 


The necessity 
fact that, when 


Accounts receivable—customers—This account will be 
charged, at the end of the month, with the total sales 
billed to customers during the month. This total will 
be found in the column, under the heading 
“gross sales” of the sales analysis (figure 12). It will 
be credited from the ‘accounts receivable” of 


“charges” 


column 


Note Rk gist ry is 


ExPIRED 
YEAR 


AMOUNT 
€ 


PRincIPAL PRaTEp "Oo 


MO. § DAY 


1ixT} wmches. 


up only in case the transaction involved is other than 
that of sales. 

Allowances for doubtful accounts —This account 
should be credited, at the end of each month through 
the “expense journal” (figure 21) with one-iwelfth of 
the amount estimated to cover uncollectable accounts, 
the corresponding charge being made to bad debts ex 
pense account. 

The estimated annual amount of uncolleciable ac- 
counts will be based on past experience, and will be 
arrived at by determining the actual amount of losses 


from this cause for, say, five vears. The resuli obtained 


FIG. 254. 
NAME OF FIRM 


APPORTIONMENT 


MARCH APRIL MAY JUNE JULY 


Note 


the cash receipts record (figure 13) with the total cash 
receipts from customers. In addition to these charges 
and credits, it will be credited with the total of the sales 
returns and the total of sales allowances, as shown by 
the columns under the heading “returns” of the sales 
analysis. 

sevyond this, there may be in each month a few journal 
entries which affect customers’ accounts. Where this is 
the case, it must be borne in mind that such entries 
require a double posting; that is, they must be posted 
both to the control account with accounts receivable in 





PAYMENT 


AUGUST BALANCE RATE PRINCIPAL HINTEREST 


Register page for individual accounts. 


by dividing this amount by five will be the cstimated 
figure for bad debts for the current vear. 

As accounts subsequently prove uncollectable, che 
should be charged to the “allowance for doubtful ac- 
counts” account through the general journal (figure 19), 
the corresponding credit being passed to both “customers 
accounts receivable” account in the general ledger, and 
to the individual customer’s account in the cus.omers’ 
ledger. : 

An account will be kept with the goods purchased for 
each particular department of the business, as shown by 
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( At the end 
of each cut 


the dies open up 


—that’s what makes the sale 


There’s a continuous year-round 
market for the supply-house which 
instructs its men on this one big 
sales-point—the simplest and surest 
in the whole pipe-threading field. 


Oster Bull-Dog Die-stocks sell 
quickly when this point is empha- 
sized and they make good on the 
job. There’s a repeat order for you 
as soon as your customer needs 
another die-stock. 


11 tools, plain and ratchet types, 
each threading 4 to 8 sizes, give you 
a proper tool for every prospect, 
priced at a figure that is surpris- 
ingly close to tools of the ordinary 
kind. 


The Oster Mfg. Company 
Cleveland, 6, Ohio 


Pipe-Threading Specialists for more than a 
Quarter Century. 
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the dies 
open up 


there’s no time or 
labor wasted in 
“‘unwinding’”’ 
back over the 
newly-cut thread 
and no damaging 
of the threads. 
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chart of accounts. These accounts will be charged with 
all purchases during the month, as shown by the totals 
of the “cost” columns on the departmental merchandise 
records, illustrated by figure 5. They will be credited 
each month with the totals of the “merchandise cost” 
columns of the various departmental merchandise syiuop- 
sis, as shown by figure 7. The balance of all tnese 
accounts, at the end of each month, represents the in- 
ventory value of merchandise on hand. 

Land—This account will be charged with the cosi of 


between the two costs should be charged to this account. 

This account should be credited with the value, as per 
the books, of any property sold or destroyed. The dif- 
ference between the book value and the amount realized 
on the sale should be charged to “allowance for deprecia- 
tion of buildings” account. If the allowance is not suffi- 
cient, the difference should be charged to “surplus” 
account. 

The balance of this account is an asset, and should 
represent the cost of buildings owned. 


FIG.26 
EQuiPMENT RECORD 


CESCRIPTION 
NAME 


Equipment Record page 


all land acquired by the company; with the expenses 
incident to acquiring the title, such as legal fees, recurd- 
ing fees, etc., with the cost of all improvements, such as 
grading, building roads, constructing sidewalks, curbs, 
and gutters, excavating and piping for sewer water and 
gas lines, and with the cost of securing surveys, tracings, 
maps, etc. 

In case of the sale of any real estate, this account 
should be credited with the cost, as shown by the bouks, 
of the real estate so disposed of, and the difference 
between this cost and the sale price should be debited or 
credited, as the case may be, to the “surplus” account 





s for permanent assets. 


Machinery and equipment—Charge this account with 
the cost of all machinery and equipment purchased. 
Credit it with the cost, as per books, of any article 
disposed of. The difference between the value as per 
books and the amount realized on the sale should by 
charged to “allowance for depreciation of machinery 
and equipment” account. The balance of this account 
is an asset, and should represent the cost of machinery 
and equipment on hand. 

Small or perishable tools, or tool replacements of any 
kind must not be charged to this account. 

Motor truck equipment—The cost of all automobiles 





FIG. REA 
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CLASSIFICATION —_ 





Equipment Record pages for depreciation accounts. 


of the company. The balance of this account is, of 
course, an asset, and should represent the cost of land 
owned by the company. 

Buildings—This account should be charged with the 
cost of buildings purchased or constructed, with the cost 
of all additions to buildings, with the cost of all altera- 
tions which increase the value or utility of buildings, 
and with the excess cost of replacing over the original 
cost of the part replaced. 

For example, if a slate or tin roof replaces a wooden 
roof, or a concrete floor a wooden floor, the difference 


and trucks should be charged to this account. It should 
be credited with the cost, as per books, of any automobile 
or truck disposed of. The difference between the value 
as per books and the amount realized on the sales should 
be charged to “allowance for depreciation of autos and 
trucks” account. 

The balance of this account is an asset and should 
represent the cost of automobiles and trucks on hand. 

Teams and wagons—-This account should be charged 
with all horses, mules, wagons, harness and stable equip- 
ment purchased. It should be credited with the cost, as 
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Endorsed by Health Officials 


, Insist on BLUE GRASS 
(rown Branp SANITARY WIPERS 


BROOMS & BRUSHES 








LONG ISLAND BROOM WORKS 


LONGISLAND CITY, NEW YORK. 























In the continued goodwill of users, 


For Blue Grass Sanitary Wipers are safe for 
—and the constant turnover thus handling—they’re washed in pure boiling water 
assured, “LONG ISLAND’’ dealers find and disinfected and sterilized in powerful chem- 


icals. That's the big point. 
Mill Supply and Hardware Jobbers, write us for 


special proposition on this high grade line of 
Sanitary Wiping Cloths. 


Jobbers have our full co-operation. 
LONG ISLAND BROOM WORKS LOUISVILLE SANITARY WIPERS CO., Inc. 
Long Island City New York 


Manufacturers 
Louisville, Kentucky 


a better and more satisfying profit. 



















THE i) ILL CLUTCH co. 
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THE STRONGEST PROOF 


No Testimonial is as 
Strong as a Repeat Order 
Customers must be satisfied with the per 


formance of Hill friction clutches to 
specify them vear after year. 








“Once a Customer, Always a Customer,” 


is the firm foundation upon which our 
success is built. 





We will help you solye any problem that 
has to do with the mechanical transmis 
sion of power by means of belts, ropes or 
ears. 









Do customers in your territory know you can supply 


Jack Shaft Installation With Hill Collar Oiling Bea ing them with Smith Type Hill friction clutches? 
ind = Smiitl Typ Hill Friction Cluteh Co 


THE jj CLUTCH co. 


General Offices and Plant BOSTON OFFICE 


CLEVELAND, OHIO ” iene 












NEW YORK OFFICE 
50 Church St. 











When writing to Advertisers please mention Mitt. Supp igs. 


pee TR 


per be 
of, the 
realize 
precia 
The 
repre: 
ru 
charg 
the © 
book: 
other 
value 
“allo 
accol 


plies 


qa 
mon 
each 
char 
i yur 


\\ 


MV 


ae Se | 














FMLL, QUPPLUES 








per books, of all teams, wagons and equipment disposed 
of, the difference between the book value and the amount 
realized being carried as a charge to “allowance for de- 
preciation of teams and wagons” account. 

The balance of this account is an asset, and should 
represent the cost of teams and wagons on hand. 

Furniture and fixtures-—This account should be 
charged with all furniture and equipment purchased for 
the office. It should be credited with the cost, as per 
hooks, of all furniture and equipment sold, scrapped or 
otherwise disposed of. The difference between the book 
value and the amount realized should be charged to 
“allowance for depreciation of furniture and fixtures” 
account. Care should be taken to see that no office sup- 
plies are charged to this account. 


ALLOWANCE FOR DEPRECIATION 


These accounts should be credited, at the close of each 
month, with one-twelfth of the annual depreciation of 
each permanent asset classification, the corresponding 
charge going to expense accounts, through the expense 
journal. 

When permanent assets are discarded, replaced or 


sold, the difference between the original cost and sales 
price or scrap value should be charged to these accounts 
to the extent that depreciation has been provided. 

In other words, the sale or disposal of any permanent 
asset will be credited to the particular asset account at 
the same value at which it was originally charged thereto 
The corresponding debit will be passed to cash for the 
amount of cash actually received, and to “allowance for 
depreciation” accounts for the amount of depreciation 
set up against that particular asset; and the difference, 
if any, between the total of the debits to cash and to 
“allowance for depreciation” and the total 
credit to be passed to the asset account, will be debited 
to “surplus” account. Or, if the amount received in cash 
plus the amount set up for depreciation exceeds the 
cost value of the asset, the difference will be credited to 
“surplus” account. 

In accurately accounting for permanent assets of all 
kinds, their cost, estimated life, rates of depreciation, 
annual depreciation applied, and present sound value, 
the equipment record, illustrated by figures 26 and 20, 
will be found extremely valuable. 


accounts 


More Changes in Dodge Corp. 


/losford, Bell, Lindlich and Chandler Retire <1fter Long Service 


Further changes in the executive statf of Dodge 
Manufacturing Corporation, Mishawaka, Ind., become 
effective November 1.) These include the retirement 
of Vice-President W. B. Hosford and Foundry Super 
intendent Harry Bell, both of whom were pensioned 
for life, the retirement of Charles Endlich, treasurer of 
the company, and the withdrawal of W. IL... Chandler, 
assistant treasurer. 

Mr. Endlich is the oldest of these four men in point 
of service with the company. He joined the Dodge 
organization May 10, 1882.) Mr. Hosford’s term of 
service dates back to April 1, 1884, and Mr. Bell's to 
January 1, 1893.) Mr. Chandler became connected with 
the company July 17, 1892. 

The story of the retirement of Melville W. Mix as 
president and the reorganization of the Dodge inter- 
ests under the name of the Dodge Manufacturing Cor 
poration was related in the August issue of MILL 
Supeiies. The election of Charles F. Morse, promi- 
nent Chicago attorney, as president of the corporation 
Was also made public, as well as the announcement 
that W. W. Dodge would be actively 


in charge of 
the corporation as vice-president. 


At that time there 
Was no announcement of further changes to come. 

Since August, Mr. Mix has been recovering rapidly 
from the illness which had caused his decision to retire 
from the burden of business cares, and is now reported 
to be almost entirely back to par in his health. He 
is also back in the business world, actively engaged in 
manufacturing and merchandising Lyradion, a radio 
receiving outfit which created unusual interest in the 
recent radio exposition, at Chicago. 

Mr. Endlich is going to spend a year in California 
hefore he decides any future plans. Mr. Hosford has 
made no plans as yet, but it is believed by friends 
that he, too, may decide to go to California. Mr. Bell 
plans to spend most of his time on his farm. 


Vice-President W. W. 


Dodge, commenting on the 


changes in his organization, stated: “We are cer- 
tainly sorry to lose all these wonderful men, but | 
think you can assure your readers that the Dodge 
Manufacturing Corporation is on a_ basis today 
stronger than ever before and is climbing rapidly. The 
new management intends that every step be a forward 
and a constructive one. | do not want to be so 
slangy as to say ‘Watch our smoke,’ but these words 
are the only ones which convey the feeling of myself 
and my associates.” 


~<or 


New Home for Barbee Companies 

Donald C. Barbee, president and principal owner 
of the Barbee Steel & Iron Co. and the Badger Belt 
& Rubber Co., 329 East Water street, Milwaukee, has 
purchased real estate at the corner of East Water and 
Iluron streets, that city, and will remodel the five- 
story brick building to meet the requirements of the 
two companies. Both companies do extensive jobbing 
business. 

— 


National Home for Business 


Contracts for the new two and a half million dollar 
home in Washington of the Chamber of Commerce of 
the United States have been awarded and work on 
the building will begin immediately, according to an- 
nouncement by Julius H. Barnes, president of the 
chamber. Excavation work has already begun. The 
idea back of the new building is to establish a national 
home for commerce and industry in the seat of legis- 
lation and administration. No offices in the building 
will be rented, but the building will be a headquarters 
for American business men. The larger auditorium 
will be available for meetings of member organiza- 
tions and the numerous committee rooms and confer- 
enee rooms will be at the service of members when 
not in use for headquarters purposes. 
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COCHECO is a belting of unusually high quality. 
Every inch consists of the choicest selection from the 
hides—the strip taken from the backbone. These 
strips are the firmest, toughest and most durable 
leather that it is possible to obtain. They are tanned 
by the slow, old fashioned, white oak bark process, 
curried by our own special method, stretched and 
properly dried. 


From 3” light belt to 40” double for main drives, 
COCHECO BELTING fills every need. It's the last 


word in economy and dependability. 


Try one Cocheco Belt—keep tab on it—and you'll 
always specify it. 


I. B. WILLIAMS & SONS 


\Yy Dover, New Hampshire - - U.S. A. 
14-16 N. Franklin St. 71-73 Murray St. 


New York, N. Y. 


Chicago, Ill. 
157 Summer St. 


Boston, Mass. 















BELTING. 


Quality Belting 
Since 1842 
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William C. Geer, vice-president, The B. F. Good- 
rich Company, Akron, Ohio, is the author of a very 
interesting new book under the title, “The Reign of 
Rubber.” It traces the history of rubber from the 
time of its discovery down to the present day in 4 
complete, accurate and non-technical style. While the 
entire volume is replete with interest for all users of 
rubber products, the chapter on “Belting, Packing 
and Hose” holds special interest for the mill supply 
trade, because, as the author states, these the 
rubber triumvirate in mines, mills and railroads.” 

In this chaper on mechanical rubber goods, Mr. 
Geer sketches briefly the history of each of the three 
leaders. For the transmission of power, the rubber 
belt, he tells us, came into use in relatively recent 
years. Probably the first time was in 1844, when two 
Englishmen, Alsap and Forster, patented improve- 
ments in elastic fabrics as driving bands for ma- 
chinery. Again, in 1858, an Englishman named Par- 
malee worked out the principle of stitching together 
two or more layers of woolen material which had been 
previously spread or coated on both sides with India 
rubber or gutta-percha. 

Yet, rubber belting has been manufactured in this 
country since 1836, even before vulcanization was dis 
covered. It was later a monopoly under the Good 
year patent, controlled by Henry Edwards of Boston, 
and became one of the most important lines manufac 
tured by all the leading rubber goods producers. 

The description of the processes of manufacture of 
rubber belting is particularly informative. It explains 
that this “belting is a combination of rubber and 
strong, tough cotton fabric. The cotton fabric is the 
backbone of the belt. The rubber composition, the 
sinew and the muscle, hold the layers of cotton to- 
gether and cover them to give friction-grip upon the 
pulleys and to protect them from wear and weather.” 

Belt duck usually comes from the cotton mill in 
rolls of about 150 yards in length and 40 to 50 inches 
wide. The rubber composition is softened on a warm- 
ing-up mill. When the pieces are soft, they are cut 
off and placed between calendar rolls which sheet the 
rubber and pass it around in direct contact with an- 
other roll. Between the middle and bottom rolls of 
the calendar the cotton fabric passes, and on the way 
through, the rubber compound is forced against the 
fabric and into the interstices between the thread. 

The author gives sufficient details to carry his read- 
ers through all steps in the manufacture of rubber 
belting, describing the vulcanizing process by which 
rolls of uncurled belting are carried under hydraulic 
pressure through the press, so that the belting is 
gently squeezed between two steam-heated, polished, 
hollow steel platens. 

Mr. Geer calls belting for power transmission “the 
little fellow but the eldest of the family.” He refers 
to conveyor belts as the younger brothers, who carry 
the burden. These, however, are made on the same 
principle as transmission belts, with heavy cotton can- 
vas, frictioned and coated with rubber, built up in 
several plies, so as to be flexible and contain the rub- 
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lice-president of B. F. Goodrich ( 
Interesting New Book to Study of Leading Mechanical Rubber Goods 


Belting, Packing and Hose Rubber Triumvirate 


‘ompany Devotes Chapter in His 


ber best able to resist wear. Some of the mechanical 
uses for conveyor belting are listed as follows: For 
carrying trap-rock and limestone in_ stone-crushing 
plants, charcoal and ashes in sugar refineries or in 
concentrating plants and mines, earth and stone in 
large excavations, blocks of wood in pulp mills, clay 
in brickyards, coal in breakers in connection with 
large power plants, tobacco in process of manufacture, 
customers’ packages in large retail stores, grain in 
elevators, mixed goods in coffee mills, phosphate ore 
in the southern mines, chemical fertilizers in plants 
all over the country, and many others. 

I-ntering into the story of rubber packing, the au- 
thor writes in part: “The demand for packing has 
broadened until that for piston rods is only one of 
the many kinds produced. Most manufacturers make 
rubber-sheet packing, in the form of cloth insertion 
and plain packing. The advantage in the use of rubber 
wherever steam, air, or water joints are to be made 
is that no other substance which has so much 
ticity stands so high a degree of heat. 

“With the advent of superheated steam there came 
a demand for packing of special composition that 
would render steam-tight the joints of pipe lines where 
high-temperature and high-pressure steam is used. 
\lthough rubber alone cannot serve here when the 
steam temperature rises as high as 500 degrees, a 
combination of rubber and asbestos fibers gradually 
has taken the place of all other sheet packings for use 
under these conditions. Cotton, hemp, and flax do not 
possess great resisting qualities. Asbestos alone has 
not the cohesion necessary, but a combination of rub- 
ber of proper composition and asbestos as ‘superheat 
packing’ serves well. This type of packing is, in 
reality, a combination of hard rubber and asbestos— 
the asbestos to give strength and the rubber to give 
ughtness. Wherever steam is generated, rubber pack- 
ing is found.” 


elas- 


The last of the trio discussed in this chapter is rub- 
In this family are listed fire hose, water 
hose, air-drill hose, gasoline hose, radiator hose for 
automobiles, suction hose for fire engines and for 
drawing water from excavations, garden hose, sand- 
blast hose, and hose for chemical fire extinguishers. 
Mr. Geer tells us that of all sizes, these hose vary 
trom an inch long to five hundred feet. A sum of 
$26,998,000 was expended in 1919 for all kinds of rub- 
ber hose. 


ber hose. 


Here are some statistics relative to the use of rubber 
hose for railroads: “In every passenger coach there 
are six pieces of hose, two of air-brake, two of air- 
signal, and two of steam-heating hose. On the 2,500,- 
000 freight cars, 60,000 passenger coaches, and 10,000 
Pullman cars, it is probable that the air-brake hose 
equipment in the United States includes a matter of 
5,000,000 lengths. Each of these is replaced about 
every six months or year, because they cannot live 
long in an atmosphere of water, snow, cinders and dirt. 
About 10,000,000 pieces of air-brake hose are necessary 
End to end, these would stretch over 
enough to reach across the continent.” 


every year. 
3,500 miles 






































































PARKER VISES 


have many special features that help you get and 
keep the vise business of the big shops. One of 
them is shown be- 
low. Send for new 
catalog No. 57-S. 





We. 2 
Sce that SOLID 


THE CHARLES PARKER CO. 
Master Vise Makers 
MERIDEN, CONN,, U. S.A. 
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NEW INTERNATIONAL DICTIONARY . 
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Cook’s Lubricant 


and 


Albany Cylinder Oils 


It’s what they ask for when a real lubri- 
cant is wanted. .And when they ask for 
it, they know why—it’s better. 


Ask for our 


“Sales Proposition” 





1 
sot MARI Adam Cook’s Sons 
7 Synceisee = 708-710 Washington St. 
aandan New York, N. Y. 


— Since 1868 — 
unexcelled service 











What One Jobber Thinks of WIZARD 
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TINNE 5 KOMITP 


Sfrinliitd Mids, April 5, 1922. 


Richmond Belt Dressing Company, 
Richmond, Virginia. 


Gentlemen: Attention Mr. H. L. Jobson. 


For ten or more years we have sold your 
Wizard Belt Dressing with a great deal of satisfaction, 
from the fact that ite use among Textile mille has 
increased, and we get many repeat orders. We are 
almost wondering what they do with it. They must use 
it for some other purpose than a belt dressing. 


At all events our sales have been highly 
satisfactory, and we take pleasure in complimenting 
you upon the manufacture of an article that evidently 
gives perfect satisfaction. 


Yours very truly, 


THE CHARLES C. LEWIS COMPANY. 
FBB:H 


WIZARD is strictly a jobbers’ proposition. On our 
experience with many of the best jobbers we have 
based a plan, including the liberal use of free samples, 
which absolutely guarantees sales. If you don’t sell 
Wizard, ask us for an outline of this plan. 


RICHMOND BELT DRESSING MFG. CO., Ine. 


Richmond, Va 








Another Jobber’s Letter Will Appear Next Month 








Sales Managers 
and 


Advertising Managers 


Toward the end of the year most manu- 
facturers map out their sales campaigns 
for the next year. And it is a wise plan. 
It gives time to consider all details that 
enter into a complete selling program. 
The cost of publicity can be ascertained 
and the money appropriated to meet. it. 
Salesmen can be instructed fully in’ the 
work to be done to cooperate with them. 
\nd the customers, and prospective cus- 
tomers, early in the new year become 
aware of the fact that there is life in the 
concern that is behind a well organized 
campaign _ hold its products and _ its 
salesnien in cher esteem. 


MILE. SUPPLIES is at the service of any 
inanufacturer, large or small, who is plan- 
ning any advertis sing for next year. Infor- 
mation as to fields, poe Thess copy service, 
art work, cuts, and any other details of 
advertising will be gladly given upon re- 
quest And remember, there is no more 
efhcient way to reach mill supply dealers 
than by using the advertising pages of 
MILI. SUPPLIES. For references, see 
page 92 of this issue 


MILL SUPPLIES 


537 S. Dearborn St., Chicago 




















When writing to Advertisers please mention MILt Supp ties. 
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In concluding this chapter, the author writes: “The 
numerous articles used in the mines, in factories, on 
railroads, and on board ship constitute, broadly speak- 
ing, What the rubber manufacturer terms ‘mechanical 
rubber goods.’ Rubber products are grouped under 
the names of clothing, footwear, pneumatic tires, drug- 
gists’ sundries, and mechanical rubber goods. Me- 
chanical rubber goods include a vast number of prod 
ucts, large and small, the mere enumeration of which 











would fill volumes; for there are probably upwards of 
20,000 to 40,000 different articles in various 
shapes and colors, and for myriads of uses.” 

The other chapters in the book deal with the evolu- 
tion of the rubber industry, problems of a pioneer, 
fundamental methods and machinery, processes, re- 
claiming waste, tires, footwear and clothing and other 
articles made of rubber. The final chapter in the book 
is devoted to prediction on the future of rubber. 
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More Business Lowers 


Cost 


National Supply and Alachinery Dealers’ Association Makes Reports 


l-urther evidence of better business is exhibited in the 
report which was sent out under date of October 5 by 
Secretary Thomas A. Fernley to the members of the 
National Supply and Machinery Dealers’ Association. 
This report covers the cost of doing business for the 
first six months of 1922 as compared to the first six 
months of 1921. It shows an average decrease of 3.05 
per cent in the cost for 1922, 
returns f 29 


The figures are based on 
from representative mill supply houses in 
parts of this country. All houses report a 
decided increase in sales for the period covered and gen- 
eral optimism prevails. 

Members of the association state that they have cut 
their expense accounts to the greatest possible extent 
and that the remedy for lowering business costs now 
lies in an increasing volume of business. Since the 
reports show that this increase is now prevalent, there 
is every indication that the figures on the cost of doing 
business for the entire vear of 1922 will be even more 
encouraging than those for the first six months of the 
vear. 


various 


The twenty-nine houses reporting showed an average 

cost of 22.21 per cent, as compared with an average of 
25.86 per cent for the corresponding period of 1921. As 
an indication of how volume of business is affecting 
overhead, house number seven reported an increase in 
volume of business of 156 per cent and a decrease in the 
cost of doing business from 32.70 in 1921 to 17.60 in 
1922. 
The association is now engaging in a campaign to 
induce manufacturers, who do not already do so, to 
low cash discounts and freight allowances. The fol 
lowing committee was recently appointed by President 
W. J. Radcliffe to handle this problem: chairman, B. H. 
Ackles, T. B. Rayl Co., Detroit; C. C. Coventry, Cleve- 
land Tool & Supply Co., Cleveland; A. le. Douglas, The 
IX. A. Kinsey Co., Cineinnati; FE. B. Hunn, The C. S. 
Mersick & Co.. New Haven; Perey Ridings, Syracuse 
Supply Co., Svracuse; and George F. Root, Root, Neal 
& Co., Buffalo. 

Chairman Ackles of this committee suggests to the 
members of the that the best way to get 
started on the campaign is for every member to report 


association 


to the secretary’s office the names and addresses of the 
firms from which they would like to secure freight allow- 
ances and discounts. A list will then be compiled and the 
committee will conduct an active campaign to obtain the 
allowances and discounts. The members are asked to 


send three lists under the following headings: names of 


firms which do not allow two per cent cash discount or 


freight allowance; names of firms which allow freight 


Lut do not allow two per cent cash discount; names of 
firms which allow two per cent cash discount but do not 
illow transportation charges. 


NEW COLUMBIAN HARDW ARE CO. 
H. F. 


Seymour Acquired Control of Former Division of Consoli- 


dated Iron Steel Manufacturing Company 


The Columbian Hardware Company has been or- 
ganized and has taken over the Columbian branch of 
the Consolidated Iron Steel Manufacturing Company, 
Cleveland, Ohio. The new organization will continue 
to manufacture anvils, vises and drop forgings and 
will adhere strictly to the jobbing trade for distribu- 
tion of its products. H. F. Seymour, formerly vice- 
president of the old Columbian division, is president 
of the new organization, which has purchased the 
plant at East Fifty-third street and Hamilton avenue, 
Cleveland. 

The Columbian Hardware Company had its begin- 
ning in 1880 when the Van Wagoner & William Com- 
pany was organized. The latter company name was 
changed to the former in 1901, at which time the 
company began to develop the heavy hardware prod- 
ucts to a greater extent and to drop some of the 
lighter preducts which had formerly been manu- 
factured. 

New owners acquired the company in 1913 and Mr. 
Seymour was elected vice-president. At this time an 
advertising campaign was started to develop the sales 
of sledge test machinists’ vises, which were being 
manufactured. The campaign was successful and the 
company progressed both in product and size until in 
1920 it was merged into the Consolidated Iron Steel 
Manufacturing Company. 

The consolidation continued until Sept. 28 of this 
vear, at which time Mr. Seymour acquired the con- 
trol of the division and organized the new Columbian 
Hardware Company. 

The new president made the following statement 
to Mitt Supprirs relative to the change: “The 
new company owns the land, buildings, equipment, 
inventory and geod will as applied to the heavy hard- 
ware part of the business, and the object of the change 
was to be able to concentrate better on the manufac 
The 
policy will not change greatly and it is our plan to 
adhere strictly to selling the jobbing trade with which 
we have built up a very desirable business. The com 
pany South America, South Africa 
and China.” 


ture and sale of vises, anvils and drop forgings. 


has branches in 




















































NULL, QUPPLUES 
i. extraordinary service rendered by Indestructible Conveyor Belt- 


ing in handling heavy, abrasive materials, is the result of wear-defy- 
ing construction that comes through the test with lowest tonnage cost. 




























It is primarily a heavy duty belt, designed for your toughest conveying 
job. The fact that so many Indestructible Belts are employed in this kind 
of work is the best proof of their superiority. 


NEW YORK BELTING & PACKING CV. 
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Sometimes it happens that a salesman finds trade going 
slowly with him and he doesn’t know why. He may lay 
it to general conditions, to the weather, to crop situa- 
tions, to strikes, car shortage or anyone of a dozen other 
causes, none of which probably have much to do with 
the case. He knows he is not getting the orders he 
ought to get and the more he fails, the more inclined he 
is to keep on failing. 

Ted Rogers, representing the Western Belting & Pack- 
ing Company, was in the midst of, or getting into the 
midst of, a slump in sales. His sales were dropping off 
while other for the company were finding 
business good and were sending in their usual orders, or 
better. 

Ted was sitting in the lobby of the Hollenden one even- 
ing, looking as if he’d lost his last friend, when along 
came John Bannerman, the genial representative of the 
Axtell Foundry & Machine Co. 

“What's the matter, Ted?” Bannerman 
know. ‘Bad news or something?” 

“Something,” replied Ted. “No bad news, but just 
bad business. Everything’s all shot to pieces on this ter- 
ritory. Don’t it beat hell?” 

Bannerman eased his big figure down into an adjoin- 
ing seat. “My territory isn’t so very different from 
vours,” said he, “and I’m getting a lot more business 
than I did a vear ago. I hadn’t noticed anything partic 
ularly wrong in this neck of the woods.” 

“Well, I don’t know, John, I can’t sell the stuff now 
that I did. I’ve got the same line, but everybody has an 
alibi. I was just trving to figure it out and I can’t see 
what’s the matter. I know this much: If I don’t start 
something in another week, I'll be getting an invitation 
to come in and talk it over with the boss.” 

“Maybe that is what vou need,” Bannerman suggested. 
“T got into a slump a while ago and it took a couple of 
weeks in the plant to get me out of it, but I got cured 
all right. 

“Listen! TI was like vou. I thought everything was 
all shot. I couldn’t start any business, it seemed that 
every buyer could buy cheaper somewhere else, they all 
picked flaws in our line, and I was out 0’ luck and send- 
ing in no business, so they called me in. 

“Well, the old man never said a work about my orders 
being too small. He greeted me like a long lost brother, 
killed the fatted calf and everything. They sent me 
around the plant and it seemed like they never were quite 
so busy there. In every department they were hustling 
and working at full force and the shipping department 
was working overtime. Nobody in there seemed to know 
that business was rotten. I tried to open up a little 
on that line to fellows I met there, but there was nothing 
They just gave me the laugh. Gee, I soon found 
that everybody else seemed to have business but me. 


salesmen 


wanted to 


doing. 


Getting Back Your Business 





A, juccessfil Salesmanship 


By Frank Farrington 


4 Rights Reserved 


Well, I thought, they probably had better territory or | 
had hotter competition or something. 

“Then I tried to tell the boss that I was having trouble 
in my territory because other houses were underselling 
me. 

“Of course they're underselling us,’ said he. 
expect to be undersold by every house that makes a 


‘We 


cheaper product. But you won't find any concern sell- 
ing Axtell quality for less money than you ask. Why, 
you've got the best line of gears and pulleys there is in 
the world. We are shipping to the whole of United 
States and to South America, and they know our stuff 
in Japan. The government is throwing out Borunnen 
pulleys and putting in ours for more money. Henry 
Ford is * * *’ and so he went on. 

“They showed me in the office a lot of letters about 
our gears. Here was a fellow who had used Axtell cut 
gears for twenty vears and he wanted us to know that’ 
he considered them worth twice what other gears cost. 
Another man wrote that he had tried another make of 
friction clutch but he’d had to throw it out and come 
back to ours to get the power he needed. Oh, they had 
a million letters, I guess, and I saw that everybody in 
the world admitted that our stuff was as good as it 
need be. That showed me that I needn’t get excited 
over these other houses selling for lower prices, that 
it was just as the boss said, anybody could sell for lower 
prices if they had lower quality stuff to sell. 

“I hadn't been in around the plant very long before 
1 found that I was about the only discouraged man con- 
nected with the outfit. I began to chirp up some. Then 
some buyers happened along and I met a few of them and 
they seemed to be willing to buy. I could make sales 
there. I seemed to have something to say to those fel- 
lows that convinced them. 

“So, to make a long story short, after a couple of 
weeks, the boss said to me, ‘John, you’re going out to- 
morrow and start in where you left off to come in. We've 
been glad to have you get an idea of the way the busi- 
ness is going and I guess vou see that Axtell is just about 
the top of the heap in our line. Go out and let the buyers 
see that we have the best proposition in the field for 
them. I think maybe vou got a little bit stale and were 
losing confidence. Go to it.’ 

“T got back on the job and I was a different man. I 
had all the confidence in the world. I knew I had the 
goods and I knew other concerns were buying them and 
using them and so I knew my customers ought to buy. 
I was full of pep again and I went right at it and put 
it over. Now, you need something of that sort.” 

“T guess it would do me good, but I can’t go in till 
I’ve been sent for,” said Ted. 

“Well, vou don’t have to go into the house to get pre- 
scribed for when vou know what ails you. Just cook up 
a little dose for yourself. You know vou have lost your 
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KESTER 


Acid Gre WIRE SOLDER. 




















HE daily need for solder is 

apparent the year ’roundonthe 

average farm, but its neglected 

use is due to the messy method of 

using ordinary solder and flux, 

which has little appeal for the busy 
farmer. 


Your next call for either solder or 
\ flux is your chance to make a satis- 
fied and permanent customer. Take 
a spool or carton of Kester Acid 
Core Wire Solder and say to him, 
“ . . 
this solder requires only heat to do 
neat, rapid and permanent work.” 
Explain also, how the extensive use of solder 
prolongs the utility of various equipment. 


Then show him how this solder contains 
tiny pockets, which supply the flux at the 
proper time. 


Tell him, ‘‘Kester comes coiled in one- 
pound cartons or on one-pound spools, but 
it is more economical to buy it on the five 
or ten pound spools.” 


you’ve made a “‘Kester Sale’”’—clean, quick 


When he has indicated his choice, then y 
and profitable. 
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CHICAGO SOLDER ¢ MS 11-22 
COMPANY 


4°15 Wrightwood Ave., Chicago, III. 


Please send me a sample of Kester Acid Core Solder, no charges, 
postage prepaid. 


Name 
Address 
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Engineers are 
Standardizing 
on Jenkins Valves 


What it means to them: 


(1) An assured valve service—for Jen- 
kins Valves have strength and pro- 
portion to meet the most severe 
conditions. 


(2) Their operatives can easily acquaint 
themselves with the simple con- 
struction of Jenkins Valves. They 
do not have to worry about the ac- 
tions and peculiarities of valves of 
widely varied manufacture. 


(3) Reduced inventories of replacement 
parts, as it is not necessary to carry 
a scattered assortment of parts— 
which is the case where valves of 
many and various makes are used. 


(4) Parts are interchangeable, made so 
by careful and standardized manu- 


facture. “Veteran” valves can al- 
ways be supplied with parts that 
“et” 


(5) Money is saved, for Jenkins Valves 
go into service and stay—a quality 
which, alone, would make them the 
most economical. 


What it means to you, 
the supply man 


The many thousand engineers who 
make GENUINE JENKINS and JEN- 
KINS ONLY their rule and guide, are 
directed to the supply man in their local- 
ity. 

By stocking GENUINE JENKINS you 
will be able to supply the ever increas- 
ing demand caused by the wide use of 
Jenkins Valves in every industry. 


Really you do not have to “sell” Jen- 
kins Valves—for more than 58 years 
thev have been known for their depend- 
ability and service. 





JENKINS BROS. 


New York Boston Philadelphia Ch'cago 
Mortreal London 
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nerve, because you haven't any confidence in yourself 
or in your line any more. Take it from me that business 
is bad with you because you have gone bad. It’s you, 
not the business, that’s on the blink. Just use your old 
bean a little and you will see that you can’t sell any 
belting when you look and act, and maybe talk, as if 
you thought your belting was only just fair, and you 
can’t get a man to pay your price if you act apologetic 
when quoting it to him. 

‘But if you act as if, by golly, you were proud that 
your prices are higher than some, proud to be selling a 
belting that has it over the other fellow’s, then you show 
the buyer you have something worth the price.” 

“Oh, our belting is all right,” said Ted. “I know it’s 
got ’em all stopped. Why I had a letter forwarded from 
the house just the other day about a Western belt sold 
to a paper mill in 1920 and they said they had been 
running that belt night and day ever since it was put on 
and it has never given them any trouble and it’s a good 
belt yet.” 

Ted was already waxing enthusiastic and Bannerman 
smiled as he saw the young salesman’s eyes lighting up. 

“You're coming back already, Ted,” said he. “You 
see, as soon as vou begin to think about what a good 
product you have and what its advantages are, you begin 
to feel more confidence. The trouble with you has been 
that, instead of thinking up, you’ve been thinking down. 
You've been thinking of all the disadvantages you could 
and you have been trying to find a lot of reasons for 
business being bad with vou, when you ought to have 
been figuring on how you could make and keep it good. 

“When a man loses his confidence in his line or in his 
ability to make sales, it’s all off with him. We can’t go 
any stronger than we think we can, and when we decide 
we are weakening, then we are weakening. Don’t you 
wait for the boss to send for you to come in. You brace 
yourself up and go to it. T’ll bet you've got two days’ 
correspondence waiting upstairs now to be taken care 
of and vou’d just about made up vovr mind vou didn't 
give a hang when you took care of it. Am T right?” 


“You are,” said Ted, grinning sheepishly. 
I’d better go and get to work at it.” 

“And while you're writing into the house, just ask 
them to send you a few of the latest letters they've had 
from users commending your belting. And ask them 
if they have any suggestions as to how you can speed 
up trade in your territory. Tell them you've been a 
little discouraged but have about made up your mind it’s 
more you than anything else. Let them see that any- 
thing in the way of encouragement will be welcomed. 
You know, a lot of us salesmen aren’t any too ready to 
take letters of encouragement kindly.” 

“I’ve generally thrown their speeding up letters into 
the waste basket,’ Ted admitted. 
sented efforts to stimulate me. 
tion on my selling ability.” 

“And now you have to admit that maybe it wouldn't 
be unfair at times to cast a few aspersions on that ability. 
I guess we're all about alike. .We get discouraged and 
when we begin to get that way, we go on from bad to 
worse, and sometimes we lose our jobs and sometimes, 
if they think it’s worth while, they just call us in and 
get up a renewal of enthusiasm in us.” 

“You've got my number, all right,” said Ted. “I'll 
just show vou that I’m a little bit better man than you 
are and I'll come back without having to go into the 
house for a hypodermic of energy. When we happen 
to run across one another next time, and I suppose that 


a suppose 


“T always sort of re- 
I thought it was a reflec- 


.may be right here in Cleveland in about a month, you 


will have to listen to some story from me. And at that 
1 guess I'll have vou to thank for getting me going again. 
I’m going at that correspondence now and I'll be out 
of here in the morning before you’re up. I want to 
keep ahead of any possible word from the boss to come 
in and see him—until IT begin to send in some orders, 
anyway.” 

Ted was already on his feet and as he strode off to- 
ward the elevators, Bannerman pulled out a cigar and 
lit it. with a grin on his face that sa'd plainly enough that 
he felt pretty well satisfied with the last half-hour’s work. 


Development of R wie Hose 


Brief Historical Facts of Interest to Distributors of This Product 


E. J. BLACK, 
The Diamond Rubber Co., Ine., Akron, Ohio. 


Familiar as we are with the varied uses of rubber 
hose, such as protection from fire and the conducting 
of air, water and steam, comparatively few persons 
know anything as to the history of its invention, and 
the development of hose in its present form. 

The first fire hose was invented in 1672, and it con- 
sisted of a narrow strip of leather with the edges riv- 
cted together so as to form a tube. Leather fire hose 
of this type was first made in America in the year 
1808, in the city of Philadelphia. 

Rubber hose was first made in England, about one 
hundred years ago. It was made by braiding threads 
of rubber on a core of rope coated with molasses and 
glue. It was then treated with chemicals so that the 
rubber threads became incorporated together, after 
which the core was removed by boiling. 

The next type of rubber hose appeared about 1859. 
It was made by weaving cotton yarn into a flat strip, 
coating it on one side with rubber, and then turning 


it on a mandrel and riveting the edges together as in 
leather hose. Sometimes hose was made with two 
plies of this sort, each ply being riveted separately. 

After this, in 1877, came the invention of the loom 
for weaving a seamless tube of cotton, which made 
possible the type of cotton rubber lined hose now so 
extensively used as fire hose. A somewhat similar 
process is used in making the many different kinds of 
reel hose which are so widely used as air and water 
hose. 

Last of all was developed the idea of coating fabric 
with rubber friction, cutting it into bias strips wide 
enough to make several plies, attaching a flat strip of 
rubber at one side to form the outer cover, and then 
winding the whole thing around a rubber tube on a 
rod or mandrel of the desired size—permitting the 
adhesive power of the rubber to hold the various plies 
together without the use of rivets. This economical 
and efficient method is now in general use. 
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“PIONEER” 
STEEL SHAFT HANGER 
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THE “PIONEER”, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
“PIONEER” of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the “PIONEER”’, the original, the genuine steel hanger. 


We also make Bench Legs, Pillow Blocks, Couplings, Collars, 
etc. Ask for catalogues and prices on the full line. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 


(THE “PIONEER” STEEL HANGER PEOPLE) 
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Advantages of Group Drives for Machine Tools 


Lower Cost of Installation and of Maintenance Are Important 
Factors in Making Comparison With Direct Connected Motors 


LOUIS W. ARNY 


The use of direct connected motors on general 
machinery is not materially different from their use on 
machine tools. Some fifteen years ago Fred W. Taylor, 
who was well known as a pioneer and exponent of the 
theory of “shop efficiency,” and a leading authority 
on that subject, and who became president of the 
\merican Society of Mechanical Engineers, in a presi- 
dential address said: 

“The writer is firmly convinced through large per- 
sonal observation in many shops and through having 
himself systematized two electrical shops, that in per- 
haps three cases out of four a properly designed belt 
drive is preferable to the individual motor drive for 
machine tools. There is no question that through a term 
of years the total cost of individual motors and electric 
wiring, coupled with the maintenance and repairs of this 
system, will far exceed the first cost of properly designed 
shafting and belting, plus their maintenance and repairs. 
There is no question that in many cases the motor drive 
means in the end additional complications and expense 
rather than simplicity and economy.” 

In the fifteen years which have elapsed since Mr. 
Taylor made this address, numerous changes have 
occurred in the various factors bearing on this subject. 
It is well understood that today the motors are better 
developed and improved, and there has been radical 
progress in the improvement and standardization of quali- 
ties in leather belting, but perhaps the greatest improve- 
ment has been in shafting and bearings, by which the fric- 
tion load of an ordinary belt drive has been greatly 
decreased. 

The advantage in the use of the direct connected motor 
is largely in the removal of the obstruction occasioned by 
the presence of the belt, and the more compact installa- 
tion which is possible, and possibly the elimination of 
some amount of bother and trouble resulting from the 
use of inferior or improper belts. These all are advan- 
tages, but in favor of the group drive we have, first, 
the much lower cost of installation. Motors are very 
costly to buy, and in the case of one motor driving a 
group of, say, six machines, as compared with six sepa- 
rate motors on each machine, the original installation 
cost of the belts may often be no more than the annual 
interest and depreciation costs on the motors, to say 
nothing of their first cost. This is due principally to 
the high first cost of the motor. The exact relation would 
be different in every drive, due to difference in lengths 
of belts and shafts, but speaking in a general way, with 
shaft and belt drives of ordinary length, the interest on 
the investment and the amortization on the motors for 
one year will go far to pay for the total cost of the belt 
and shafting installation. 

The capital investment might not be much of a consid- 
eration, if there shall result such savings as will justify 
it, but in rare cases only are these savings apparent with 
the motor connected directly with the machine. The 
motor must be of sufficient capacity to start the machine, 
as well as to keep it in operation after it is started, and 
it must have sufficient capacity also to be able to handle 
any overloads which may be placed upon it. This 





requires that the motor shall be considerably larger than 
is necessary only to drive the machine when in operation. 
The margin of safety in these cases will be variable 
according to the nature of the work to be performed, but 
usually it will be necessary that the motor shall be capa- 
ble of transmitting twice, and sometimes three times its 
normal load. This accounts for a considerable part of 
the large investment necessary, and it also means that 
these motors are running under a load of from 40 to 75% 
of their normal capacity. Gordon Fox, is discussing this 
subject in an article in “Power” (May 9, 1922), showed 
that the efficiency of motors is dependent upon their per 
cent load, and that this varies in various types of motors, 
from as low as 65% at 25% load to 90% at 
100% load. On the other hand a good leather belt, in 
ordinarily good condition, will transmit power from one 
pulley to another with an efficiency of 981%, as has been 
repeatedly demonstrated at the research laboratory of the 
Leather Belting Exchange foundation at Cornell Univer- 
sity. On the very fine apparatus there, in which power 
is transmitted from a motor to a generator through a belt, 
it has been found that where 25 h. p. is being absorbed 
by the generator shaft, it is necessary to supply 32 electri- 
cal h.p. to the motor, a loss of 7 h.p., or about 22%. Of 
this loss, 142% is in the belt and consists of bendage, 
windage, creep and slip, the latter being responsible for 
the larger part of it. It may be assumed that these 
results are at least as good, and probably better than those 
attained in general practice, because of the high char- 
acter of the installation, and the superior care which it 
receives, and it will be observed that this result is in close 
accord with the figures given by Mr. Fox. 

Mr. Taylor, in his remarks, has made the comparison 
between the two forms of transmission in very general 
terms, because an actual comparison can be made only 
by a careful study of each particular drive, but the high 
efficiency of the leather belt, and the low efficiency of 
the motor, doubtless were at the bottom of his conclu- 
sions. 

The motor is a delicate piece of machinery. It must 
have constant care to keep it clean and in adjustment. 
Brushes and commutators wear and need frequent 
renewals, and not infrequently an accident will throw 
upon the motor a load greater than it can handle, and a 
burned out armature results. Renewals of this char- 
acter require expensive repairs from skilled mechanics. 
On the other hand the leather belt has an overload capac- 
ity of 100% to meet the shocks of accident. It may be 
made endless on the pulley by any ordinary mechanic, 
and when new will require taking up two or three times 
until it is established in its work, and then proceeds 
without any especial attention. It needs to be wiped off 
occasionally, and once in a while it should have an appli- 
cation of belt dressing, but it then can be depended upon 
to transmit its full load regularly every day without any 
special attention, and for a long time without any repairs, 
and such attention as is required can be supplied very 
readily by any mechanic in the plant. In case of acci- 
dent to the belt the same mechanic can make the repairs, 
and anybody can make temporary repairs which can keep 





53 
























BLACK 
FOR MILL SUPPLY JOBBERS EXECUTIVES 


‘PORTABLE ELECTRIC DRILLS 
‘PORTABLE ELECTRIC GRINDERS 
ELECTRIC SCREW-DRIVERS 
“With the Pistol Grip and Trigger Switch”’ 


\ Electric Bench and Pedestal Grinders. 


290,000 INDUSTRIAL 


‘ESTABLISHMENTS in 


| , 
=) (Markets) | the United States. 


( DISTRIBUTION THROUGH 
| JOBBERS ONLY 
— No products sold direct except to the 
(=) (Policies) United States Government and to equip- 
| pers who make a Black & Decker machine 


| an integral part of some device which they 
are marketing. 






















f=) (Products) 












COUNTRY’S INDUSTRIALS DEPEND 
LARGELY UPON JOBBERS 


The industrial establishments of this country must have the prompt 
service that only a jobber carrying large and varied stocks can give 
them; consequently our policy of allowing the Jobbers a fair margin of 
profit to enable them to carry stocks of our products and agreeing not to 
compete with our jobbers is fair to everybody. 








BLACK & DECKER P.M.P. (Products-Markets-Policies) Book, a 40 
page outline of the complete Black & Decker mer- 
chandising plan including description of prod- 
ucts, brief market analysis, the Black & Decker 
Fixed Policies, sales helps and advertising. This 
book will gladly be sent to Mill Supply Jobbers’ 
Executives on request. 
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the machine in operation. A broken belt, as compared 
with a burned out armature, means that the machine is 
out of commission but a few minutes, and the work is 
done by comparatively cheap labor at hand, rather than 
sending outside for expensive experts. 

The leather belt, too, as compared with the motor, has 
a long life. Where properly designed, leather belts run 
indefinitely. There are numerous cases of belts which 
have run as much as fifty years, and thirty years and 
forty years are quite common. This applies, of course, 
to large main driving belts, but even the smaller machine 
belts run for a good many years, doing their allotted duty 
at a minimum of cost. 

Any comparison of this kind must be based on the pre- 
sumption of good quality belting. Since Mr. Taylor’s 
time much has been done to standardize qualities in belt- 


New Delta File Price List 


ing, as well as to improve them, and now we have the 
new federal specifications for leather belting, which will 
go much further in this direction. These specifications 
provide definite and specific tests which accurately will 
secure the careful buyer a high measure of quality in 
leather belting. This specification has been prepared 
through the joint action of committees from the Leather 
3elting Exchange, and the United States bureau 
of standards at Washington, and is a definite step 
towards the standardization of quality in leather belting. 
Leather belting now can be purchased from most of the 
leading houses of the trade under a guarantee that it 
complies literally with the terms of these specifications, 
and those who care to do so, can apply the tests pro- 
vided therein and determine for themselves the quality. 
of their purchases, thus avoiding trouble. 


Notifies Mill Supply Trade of Discontinuance of 1900 Styles and Sizes 


Delta File Works, Philadelphia, have notified the 
mill supply trade of a reduction of 1,900 styles and 
sizes from the list of files previously manufactured by 
the company. This announcement is accompanied by 
a new price list and a statement to the trade relative 
to the reasons for the action of the company. It is 
another instance of the cooperation which American 
manufacturers are extending to Secretary Hoover’s 
program of standardization, or rather of simplified 
practices. 

J. M. Hottel, secretary of the company, in a state- 
ment to the trade, urges customers not to “get caught 
again with dead stock.” He further states: 

“The United States government, through Secretary 
Hoover of the department of commerce, has been urg- 
ing manufacturers to simplify the variety of their 
product through the elimination of the items for which 
there is little demand, or for which some more salable 
item may be substituted. Among the advantages 
pointed out that result from a reduction in the number 
of patterns and sizes are quicker turnover, smaller 
stocks, prompter delivery and a better quality product. 
These are all results for which the Delta File Works 
aim. 

“The new price list of Delta files includes all the 
files needed by 95 per cent of your customers. The 
business of the other 5 per cent costs more than it is 
worth to you. The list has been compiled by the 
Delta File Works through the careful analysis of fac- 
tory sales records extending over a period of years, 
and is offered as a measure of cooperation in order 
to help you avoid slow sellers and dead stock which 
eat up your profits. 

“The furnishing of special files not on this list, 
simply to accommodate some customer with either real 
or fancied special file requirements, involves an added 
expense both to you and the factory, which the busi- 
ness does not justify. 

“Each item added to your stock means more space, 
more clerical labor, more work for your salesmen and 
a Slower turnover of your stock. Money in the years 
to come must be made by carrying an adequate supply 
of quickly salable items with a rapid turnover. We 
believe that although adhering strictly to the items 


on this list may mean a lost sale now and then, your 
total net profit will be very greatly increased.” 

On the bottom of the new price list of the Delta 
File Works appears the following warning to cus- 
tomers: “The above list comprises all of the kinds, 
sizes and cuts of files that will be considered regular. 
Anything different from these files will be considered 
as special and will not be manufactured except in case 
of urgent necessity, and when manufactured, price 
will be based strictly upon cost of material and cost 
of manufacture at time goods are made.” 

The action of the company follows closely on the 
heels of the recent announcement of the Nicholson 
File Co., Providence, R. I. It will be recalled by those 
who attended the convention of the American Supply 
and Machinery Manufacturers’ Association last May 
at Atlantic City that Wallace L. Pond, domestic man- 
ager for the Nicholson company, made the statement 
that his company had discontinued as regular stock 
1,942 individual kinds, sizes and cuts of files and rasps. 
He also called attention to the savings which would 
result in manufacturing costs and in stocks to be car- 
ried by the distributing trade. 


—tor— 


Increased Belting Exports 


Marked increases in the leather belting export trade 
of the United States are reported by the department 
of commerce. During the month of August this 
amounted to 121,072 pounds, compared with 65,421 
pounds exported in August last year. For the eight 
months ending August 31, 1922, the total amount of 
leather belting exported was 639,848 pounds with a 
value of $912,194. For the corresponding period of 
last year the amount exported was 589,683 pounds 


with a value of $1,006,063. 


—t9 


Adopt Open Shop Policy 


The open shop policy has been adopted by a group 
of Cleveland manufacturers, members of the East End 
Manufacturers’ Association, at the annual meeting of 
that association held last month. Most of the manu- 
facturers are engaged in the metal working field. 
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GAUGE GLASSES 


Mill supply jobbers are no longer at the mercy of 
European manufacturers when ordering gauge 
glasses since Libbey has made an American gauge 
glass worthy of the respect of the world. 


Before Libbey Standard Gauge Glasses were placed 
on the market they were given tests more radical 
and more exacting than average service conditions 
will ever require. The Standard Gauge Glasses 
more than fulfill all the claims we make for them. 
To meet ordinary requirements would never be suf- 
ficient to meet Libbey ideals. 

Every Libbey Standard Gauge Glass is guaranteed 
for absolute clearness and for pressures up to 200 
pounds. For pressures up to 400 pounds Libbey 
High Pressure Gauge Glasses have passed tests for 
temperature, erosion and pressure, with an ample 
margin of safety. They are uniform in size. 


We welcome inquiries for prices or literature 


THE LIBBEY GLASS MFG. CO. 
C Toledo, Ohio, USA. 
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A Final Message 
to Mill Supply Dealers 
Everywhere 





OU will receive this year’s final message from 
our DAMBABBIT AND COPALOY DEPART- 
MENT early in November. A message of special 
interest to your President, General Manager, Pur- 
chasing and Sales Departments. It will be your loss 
as well as our misfortune if you fail to read it—and 


respond promptly. 


MICHIGAN SMELTING & REFINING CO. 
DETROIT, MICHIGAN 
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ese Qualities Sell Gandy Belt 


























For long wear and genuine satisfaction Gandy—the original stitched cotton 


duck belt—leads the field. 


These are the qualities that sell belting. They sell Gandy, and keep Gandy 
users continually sold on the merits of this superior belt. 


For more than 40 years Gandy belt has been the world’s standard. Are 
you selling Gandy belt to your customers? 


Full particulars of dealer contracts sent upon request to established 
dealers. 


“It's the Belt with the Green Edge” 


GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 7857 WEST PRATT ST., BALTIMORE, MD. 
New York: 36 Warren Street. 











Chicago: 552 West Adams Street. 
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Tips on Selling From an Experienced Salesman 


How Careful Study, Observation and Application of Successful 
Methods Proved of Assistance in Boosting Mill Supply Sales 


J. K. PEASE 
Salesman, Harron, Rickard & McCone, San Francisco 


There are all sorts of methods practiced these days in 
securing orders and in the actual selling of merchandise. 
It is one thing to secure an order but quite another thing 
to actually sell an order. Salesmanship has become a 
science. It has long since outgrown the old hit and miss 
methods as practiced years ago, even though there seems 
to be quite a few on the road today who persist in fol- 
lowing the old rut and are laboring under the impression 
that they are up-to-date salesmen. 

The requirements necessary to the success of an 
‘“honest-to-goodness” salesman in this modern age 
demand that those of us who would be real salesmen 
and worthy of the name keep wide awake to modern 
conditions. We must continually study these conditions 
as well as ourselves and our methods. Our success in- 
dividually depends upon our exchanging ideas and con- 
tinually being on the lookout for information that will 
assist us. 

The writer is not attempting to lend the impression 
that he knows all about the art of selling, or anything 
else. However, he does know that his own efficiency has 
been improved through careful study, observation and 
application of successful methods as practiced by suc- 
cessful salesmen. He is not prompted by any inclination 
to pose as a super-salesman. It is his sincere desire to 
contribute something by way of suggestion that may in 
some degree prove of assistance in solving at least a few 
of the problems that confront us as individual salesmen. 

The success of any salesman depends upon his ability 
to actually sell his customers on the items of merchan- 
dise he is offering, and not simply to secure his cus- 
tomers’ orders. The customer who is actually sold on 
the goods you are offering will have confidence in them. 
He will get. behind them and push their sale and make 
money by handling them. He will always be pleased to 
see you and will usually have a nice repeat order for 
you. On the other hand, the fellow who simply placed 
an order with you for something in which he had a half- 
hearted interest, because you handed him a cigar, or 
told him a funny story, or took him out to dinner, and 
because he considered you a good fellow and wanted to 
help you along, will never promote your success. If you 
failed in actually selling him on the items he ordered, 
he will not have proper confidence in them and, there- 
fore, he will not get behind them and push them. Ten 
to one they will remain in his stock indefinitely and will 
prove a handicap to your securing further business from 
him. He will lose money by having stocked your goods. 
He may tolerate you when you make your regular calls, 
and may never mention the goods that are lying dormant 
in his stock. However, he will never forget you as the 
party who influenced him to order these goods. He may 
continue to favor you with an occasional small order 
for ordinary standard items of merchandise, but you 
can never hope to develop a large volume of business 
with him and make him a 100 per cent customer and 
booster for you and your house. All because at some 
time or other you neglected your future interests by 
simply taking his order for certain items of merchandise 


without putting yourself to the trouble of placing your 
goods before him in the proper manner and actually 
selling them to him. 

Therefore, it is necessary to the success of any sales- 
man to be thoroughly familiar with the technical points 
of construction of the merchandise he is offering for 
sale. He must know the quality of the material, the 
class of workmanship, the responsibility and reputation 
of the manufacturer, and the points of superiority in 
the lines he is offering as compared with similar goods 
which are being offered by his competitors. He must 
also study competitive lines and be able to indicate points 
of superiority in his lines as compared with the other 
fellow’s, without practicing misrepresentations and with- 
out “knocking” the competitor’s product. 

Experience has taught me that many sales are lost to 
a competitive dealer due to the salesman not being 
familiar with the detail construction of the item, or 
items, of merchandise he has offered to a prospective 
buyer. Be sure you yourself are sold on the lines you 
are offering before you attempt selling them to a pros- 
pect. Never make a statement you cannot substantiate 
in calling attention to points of quality and construction 
pertaining to the goods you are offering and in compar- 
ing them with competitive goods on the market, or in 
referring to inferior qualities of your competitor’s goods. 

For several years it has been my privilege to represent 
one of the largest firms in San Francisco and on the 
Pacific Coast engaged in the machinery, shop and mill 
equipment and shop supply business. Our line consists 
of machine shop equipment of all kinds, planing mill 
and saw mill equipment, contractors’ equipment, mining 
equipment, engines and boilers, railroad supplies, and 
small tools and supplies for almost all classes of mills, 
factories and shops. Consequently, the major portion 
of che lines I represent are commonly considered as 
“specialty” lines. The volume of business which I pro- 
duce depends upon my selling large machines and ma- 
chine tool equipment. The small tool and shop supply 
business is a secondary consideration when figured in 
the volume of business I am expected to produce. How- 
ever, the profit on small tools and shop supplies is con- 
siderably greater than the profit on large machines and 
large items of machine tool equipment. Ic is therefore 
quite essential to my company’s interests, and my own 
as well, that I endeavor to hold up my volume of profits 
by selling as large a proportion as possible of small 
tools and shop supplies. The selling of large machine 
equipment automatically stimulates my small tool and 
shop supply business. Every sale of a large machine 
calls for additional small tool and shop supply equip- 
ment. It therefore behooves me to put over as much 
large machine equipment as possible in order to hold up 
my volume of profits which largely depends on my vol- 
ume of sales of small tools and shop supplies in order 
to make my services profitable to my employers. There- 
fore, my success depends largely on featuring the selling 
of specialties by giving special attention to large ma- 
chines and machine tool equipment. 
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The LEMLEY Friction Clutch 


Furnished with extended sleeves as illustrated 
above in standard bores and are carried in stock 
for immediate delivery by dealers in the larger 
cities. All Lemley Clutches are furnished with 
free floating, fibre friction rings, permitting a 
double friction contact. 

There are few parts, all of which are strong 
and durable. Write for Catalog L-21. 


W. A. Jones 
Foundry & Machine Company 
MAIN OFFICE AND WORKS: 

4411 West Roosevelt Road, Chicago 


BRANCH SALES AND ENGINEERING OFFICES: 


26 Murray St. Union Arcade 2482 University Ave. 
New York, N.Y. _ Pittsburgh, Pa. St. Paul, Minn. 


184 Main St. Ist Wis. Nat'l Bank Bldg. 
Buffalo, N. Y. Milwaukee, Wis. 


Cast-Iron Pulleys + Friction Clutches + Shaft Hangers + Boxes + Couplings 
Cut Gears + Cast Gears + Sprocket Wheels - Rope Sheaves - Flywheels 
Enclosed Worm Gear Drives - Spur Gear Speed Reducers 
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Power Transmitting 
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In this connection, it is my practice to study the vari- 
ous shops I visit with the idea of suggesting equipment 
that will increase the efficiency and earnings of these 
various shops. I must study my prospect’s problems, his 
business and financial conditions, and che possibilities 
of his improving same by purchasing additional, or im- 
proved, equipment. 

My first step is to endeavor to gain my prospect’s 
confidence and show him I am interested in promoting 
his interests, and to also gain his confidence in my ability 
to make suggestions that may prove of value to him. 
It is then up to me to make proper use of this confidence. 
If he is inclined to favor me to the extent of showing 
an incerest in a machine or piece of equipment I have 
suggested, I proceed to show him what can be accom- 
plished with such equipment. I call his attention to the 
principal features to be considered, and endeavor to get 
him to admit the points of argument in favor of his 
purchasing the equipment, and to admit them one at a 
time so that I may know they are sinking in. 

It is also necessary to use tact in getting him to ask 
questions regarding the item of equipment under dis- 
cussion. This always affords me an opportunity for 
studying my prospect to advantage and it assists me 
materially in my formulating the best plan of handling 
the individual situation and developing it into a sale. 

Never waste your opportunity, when you have a pros- 
pect’s attention, by talking a lot of idle trash. His time 
is valuable the same as yours and let him know you 
recognize this fact. Never get the idea that, because he 
lends attention, he is really interested in listening to you 
complimenting yourself on big sales you have made and 
how you slipped it over on your competitor. 

Be modest whenever referring to your ability as a 
salesman. Let him find out about your superior ability 
from the other fellow. Always be on your guard lest 
you should talk too much; use your surplus energy in 
keeping your prospect talking. Do your excess talking 
to your wife at home where it will do the least harm. 
She is familiar with your traits and is not liable to take 
you seriously. 

Never offer a prospect equipment, or insist on his 
purchasing same, when you know it is not suited to his 
requirements and would only prove a stumbling-block 
to his progress. Even though he may inquire regarding 
equipment which you are sure would not be suited for 
his requirements, you would be rendering him a service 
which will promote your future interests with him, and 
his interests as well, by discouraging his consideration 
of such equipment. 

Always be pleasant and accommodating. If a cus- 
tomer expresses a desire for information you do not 
have at hand, regarding something he is interested in, 
tell him you will get ic for him and then don’t forget 
your promise but see that he gets it. Never try to rush 
a prospect, you may lose him entirely. 

A few months ago I suggested to a customer that he 
could make good use of a milling machine for his 
machine shop. The price of the machine I recom- 
mended was $2,500.00. The prospect is quite an old 
gentleman, a man with a mind of his own, but not very 
talkative. In fact, he is inclined to avoid conversation. 
He has four sons, all of whom he has trained to be first- 
class machinists. The old gentleman wanted the milling 
machine but argued that the volume of work that their 
shop afforded for its use would not justify the invest- 
ment. I was satisfied the machine would prove a profit- 


able investment and that they had sufficient use for it, 
but could not get my prospect to agree with me. 

I then started in talking milling machine to the boys 
and after a little while I convinced them that a milling 
machine would prove a valuable asset to their shop. 
The consequence was I got them to talking milling ma- 
chine among themselves and to their father. I kept a line 
on the development of the situation until I was satisfied 
it had reached a point where I could make the sale. 

I then went after the old gentleman and appealed to 
his pride in his four sons and his interest in their success. 
I pointed out various instances where they had lost profit- 
able business by not having a milling machine, which I 
knew the boys had already called to his attention, and I 
got him to admit that such was the case. I asked him 
what he was going to do about it. He replied with a 
question as to when I could deliver a machine. Right 
then I knew I had made the sale. I told him we could 
make immediate delivery from our San Francisco stock. 
He called his oldest son to the office and asked him if 
the machine I was recommending was what they wanted. 
On the son’s replying in the affirmative, he remarked that 
he had just as well get it one time as another. 

I then proceeded to write up the order. When I had 
finished, I passed it over to him for his signature. He 
didn’t even hesitate but signed his name as though he 
had been in training for the act. I then suggested trans- 
mission equipment necessary to drive the machine and 
the tooling necessary for its operation. This resulted 
in an additional order of some $200 for pulleys, belting, 
milling cutters and other supply equipment. 

$e sure you know when a prospect is sold, then quit 
talking and proceed to get his name on the order. In 
closing with a prospect, avoid making him any verbal 
promises which will get you into trouble later. Be sure 
he understands just what he is getting and how much 
he will be obliged to pay for it, when it will be delivered 
and when he will be expected to pay the bill. See that 
these points are specified clearly on the order so that 
your house will be fully advised as to the arrangements 
you have made. In other words, “Shoot Square.” 
Never get the idea you have lost an order until you 
actually know a competitor has it. The appropriate 
slogan for any salesman to keep before himself at all 
times is, “Jt can be done.” 


COAN RETURNS TO FT.WAYNE 


After Absence of Three Years, Former Belting and Transmission 
Manager Resumes Old Position 


Delbert H. Coan, after an absence of three years, 
has returned to Fort Wayne, Ind., and resumed his 
connection with the Fort Wayne Oil and Supply Co., 
as manager of the belting and transmission depart- 
ment. He has had 20 years’ experience in the mill and 
factory supply business, having been located at Cleve- 
land, Columbus, Akron and Canton, Ohio. Several 
years ago he established the first leather belting shop 
in Columbus, and later opened a small factory in Fort 
Wayne for the Fort Wayne Oil & Supply Company. 

It is interesting to note that the business which 
began in the small factory has been developed into a 
sizable one, the company having recently installed 
several modern belt-making machines and presses. 
In addition to manufacturing new leather belting, 
the company operates a department for repairing and 
cleaning old belting. This manufacturing, of course, 
is in addition to the company’s jobbing business. 
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All sand blasts, however, are not 
the most economical—you want 
one that uses low air pressure so 
as not to be dangerous—you want 
one with automatic attachments 
that reduce the wear and tear on 
the machine itself to almost noth- 
ing—you want one that can be 
operated by the most unskilled 
without danger of spoiling the 
work—then you of course want 


LEIMAN BROS. 


POSITIVE SELF FEEDING 


SAND BLAST 


PATENTED 


Also used for frosting and mat finishing on gas and electric 
fixtures, celluloid combs, silverware, jewelry, metals and 
glass—cleaning castings for plating. 


CATALOG O-SB 








The only really reliable 
pressure blower on the 
market — Reliable be- 
cause it TAKES UP ITS 
OWN WEAR. 






















Tank prevents fluctuation 
ow 





Weights for regulating 
pressure. 


OUTLET lief Valve. 


threaded for stand- 
ard Iron pipe. Oise 


Enclosed stud in 
puton holds wing 
close to mee at 
flop, preventing loss Win nd | di rf 

g and cylinder surfaces 
oA air pressure. . a hard and Ey 
ENS hke, msurmg a perfect ft 
, ee and positive pressure of 
INLET = vacuum 
threaded for 
standard 
ston pi ~ 


SHAFT mz . 


No compo- 
sition tips to 
fequire renewal 
frequently 





Ring Self-Oiling 
; = anngs. 
PISTON : 
PATENTED 


Wine kept im constant contact with Big air space resulting trom small pistos 
cylinder by centrifugal force and wings. 


The wings scoop up the air—none can back up—smooth 
as glass—frictionless—noiseless. 


PATENTED 


When you buy blowers or vacuum pumps you like to feel that you 
are not buying trouble—large users are especially interested in this 
—that’s why they eventually adopt these machines—displacing all 
others. 








CLEANING RUBBER MOULDS 


LEIMAN BROS. 81 WALKER ST. NEW YORK 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 



















pa ene 
y 
or moulds for any other substance is economically done with the sand blast. 
The valve a the ‘Air from blower is fed 
flow of sand. in here. 
This glass admits light so thea 
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Opening for admitting Cloth cuffs fitting f 
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A wire screen inside 


catches articles dfop- 
ped from the hands. 
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A DEPENDABLE AIR SUPPLY FOR 
DOMESTIC OIL BURNING 
HEATING OUTFITS 


LEIMAN BROS. ROTARY 


BLOWERS 


Also used for vacuum—1 oz. to 10 Ibs. pressure—1 to 
20 inch vacuum. If more pressure or vacuum is re- 
quired consult us about it. 


ALSO FURNISHED GAS TIGHT 


Just the machine where reliable service is essential— 
widely used with automatic machines—feeding paper, 
filling bottles, wrapping, labeling—wherever positive, 
steady, day in and day out service is required—9 sizes 
——very small and very large—special machines for 
special purposes. 


These machines are very economical of power—there 
is no slippage. 


CATALOG O-B 
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New Products and Improvements of Interest 





McCrosky Tool Corporation Announces New Improved Chuck and 
Stewart Mfg. Corporation Reports Copper-Lead Bearing Metal 


McCrosky ‘Vool Corporation, Meadville, Pa., manu- 
facturer of machine shop tools, announces that it has 
added to its line an improved Wizard chuck, consist- 
ing of only two main parts, a driving body with a 
Morse taper shank to fit the drill press spindle and 
a slotted collar to hold the collet up in the driving 
body. ‘This collar is straight and uniform in shape 
and is hardened all over. It is claimed that these 
improved features increase its resistance to hard 
usage and make the chuck much easier to handle. 
The bayonet locking slots in the collar that admit the 
driving lugs of the collet are now so designed that the 
collet can be inserted or released with one hand with- 
out slowing or stopping the machine. ‘To insert a 
tool, the operator has only to push the coll :t into the 
revolving chuck. The positive, automatic latch locks 
it instantly. To release the tool, the operator exerts 
slight pressure of the thumb and forefinger on the 
knurled collar of the chuck. 


Francis L. Freas Glass Works, Inc., Conshohocken, 
Pa., is offering to the trade a hot-water thermometer 
which has several 
features. The ther- 
mometer scale is 
permanently 
etched on a metal plate, hence there is no enamel to 
crack or peel. A case adjusting screw allows adjust- 
ment of the frame holding scale to proper position 
after instrument is set up in the boiler. Has standard 
connection, with lathe cut pipe thread. The heat con- 
ducting well may be filled with either mercury or 
graphite. 





Stewart Manufacturing Corporation, 4509 Fullerton 
avenue, Chicago, has announced a new copper-lead 
bearing metal, which, it is claimed, has been definitely 
proved to be capable of remelting without segregation. 
It is made in four degrees of hardness, and its melting 
point is 1,700 degrees. In a recent factory test a bear- 
ing made from a stock bar of this new metal was 
placed on a shaft one and fifteen-sixteenths inches in 
diameter, running 750 r.p.m. under a load of 660 
pounds and was maintained in service for five hours 
without lubrication. At the end of this time the 
temperature of the bearing was 1,020 degrees Fahren- 
heit and the bearing was unharmed. 

Midwest Steel & Supply Company, Inc., 28 West 
44th street, New York, has perfected and is marketing 
a line of steel sections for overhead shafting and 
anchorage problems, comprising box rails, socket 
inserts and steel stringers. The box rails are com- 
bined anchorage rails and reinforcing bars of rolled 
steel which are embedded in the concrete or brick 
work of factory ceilings, walls, columns or floors to 
serve as anchorage for any kind of heavy equipment. 
These box rails are anchored in the concrete by means 
of flat iron stirrups. Their principal uses are for 
fastening shaft-hangers or shafting-stringers to beams, 
girders or floor-slabs, for fastening of bearing-brackets 
to columns or walls, for fastening piping to ceilings, 
for fastening trolley-beams and rails and for anchor- 


ing machinery to concrete floors. The socket inserts 
are made of a short piece of box rail, or of cast or 
malleable iron, and are intended for fastening of light 
equipment. ‘The steel stringers are rolled steel sec- 
tions for fastening shaft hangers to factory ceilings. 
These stringers are fastened to the ceiling by meaius 
of adjustable clips and bolts. 

E. H. Stroud & Co., 928 Fullerton avenue, Chicago, 
announce that they have perfected an improved dust 
collector, which first takes out of air, gas, or other 
carrying medium the dust or powdered material that 
a centrifugal dust collector usually removes, and then 
divides the carrying medium and subjects it to a 
much greater expansion and to a much longer total 
path of travel and frictional contact with metal sur- 
faces, thus precipitating the remainder of the ma- 
terial. It is claimed that the device will do the work 
of both a centrifugal collector and a perpendicular air 
vent chamber. It is being built so as to deliver all 
the material collected as one product through one 
outlet, or as two products through separate outlets, 
and also by adding one moving part to enable the 
user to obtain either of these results. 


Baird Machine Company, Bridgeport, Conn., an- 
nounces that it has placed on the market a new six 
spindle chucking machine, which handles five pieces 
of work at one time. The company has been working 
on this machine for five years. It is in reality an auto- 
matic lathe for short pieces. Five of the six spindles 
are in operating position while the sixth is unloading 
and loading. As the finished piece reaches the un- 
loading position the machine automatically stops so 
that inattention on the part of the operator will not 
cause work to make a second cycle of operations. The 
tool holders are designed to receive standard forged 
or inset tools. The machine can be arranged for 
either belt or motor drive. The tool holders are inter- 
changeable. The weight of the machine is about 8500 
pounds. As many as 21 cutting tools can be used ai 
one time. The average speed of the driving pulley 
is 800 r.p.m. and this will produce a minimum spindle 
speed of 28% r.p.m. and a maximum of 440 r.p.m. 
There is a total of 24 speeds, permitting any spindle 
to be run at any one of three different speeds. 

The Cokal Stoker Corporation, 341 East Ohio 
street, Chicago, has perfected a new coating for brick. 
metal and wood surfaces, where permanent protection 
is required. It is acid, air and waterproof. This new 
coating, under the name of Cokalite, is now being 
placed on the market. 

Guy W. Donahue has resigned his position as president 
and sales manager of the Victor Saw Works, Inc., of 
Middletown, N. Y., to engage in a business of his own 
together with his old associates, William F. Pollock, for- 
merly general manager, and Chester C. Jackman, for- 
merly factory manager of the Victor Saw Works. The 
new company is known as the Dolman Manufacturing 
Company, Inc., and is located in Springfield, Mass. They 
plan to make a line of tools. The first of these, the 
Dolman screwdriver, is already on the market. 
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kt anc 1 a 
S “To Get the Right Start—Equip with *MEDARP’’ me 


Get the 
»>MEDART 
Wood Split 


PULLEY 
from Stock! 








Our Line is 


CS oe ed 


Air Cocks 
Air Valves 
Cylinder Cocks 


the recognized oeaiieed on 





Gauge Cocks 
Water Gauges 
Priming Cocks 


@ What are the sizes, 
regardless of what 
quantities, you want 


shipped TODAY? 


@ Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 

{MR. SUPPLY DEALER—We have been engaged in the 
about making good pulleys than many other concerns. 





Pulley business for 40 years, and we know a great deal more 
fOUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDART” WOOD SPLIT PULLEY from Stock! 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. —- a. ms. 


Office and Warehouse 
‘CINCI INNATI 


(il 


AAAMAANS 







The 


STERLING & SKINNER MFG. Co. 
DETROIT, MICH. 


offi 
CHICAGO and PHILADELPHIA 





Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 














Take the Brakes Off Your Shafting 


Why generate power and then waste 10 per cent of 
it by having old- fashioned bearings — brakes — on 
your shafting 


Moore & White € 
FRICTIONeQH 
CLUTCHES 


The Business Builders 


Take them off overnight. Put in 


SELLS Moller Bearings 














(And see that you get the Sells. It’s marked.) 


They fit your present hanger frames, post hangers 
and pillow blocks. 


A few installations 


Millers Milling Company. 

Aunt Jemima Mills Company. 

French, Shriner & Urner. 

United Shoe Machinery Company. 

Giliette Safety Razor Company. 

American Agricultural Chemical 
Company (25 plants). 

Newberry Cotton Mills. 

Babcock & Wilcox Mfg. Com- 
pany. 

Borden Condensed Milk Com- 
pany. 

Dodge Brothers. 

American Car & Foundry Com- 
pany. 





We can make prompt delivery of all sizes of Sells Roller 
Bearings. 


Royersford Foundry & Machine Co. 


43 N. 5th St. Philadelphia 
About Royersford Hangers 


The feet are always ground perfectly smooth to save trouble- 
some shimming, 








ONFIDENCE is _in- 

spired and profits are 
made by the Dealer when 
he serves his customers 
with thoroughly reliable 
goods. Friction Clutches 
play an important part in 
the business of the Mill 
Supply Dealer. And it is 
a very easy matter to 
handle Clutches that have 
gained a reputation for 
economy and dependabil- 


ity. 

“M. & W.” Friction 
Clutches sell easily, as the 
name Moore & White is 


a synonym for good 
wares. In fact, some of 
our Clutches have been 
wearing for 15 to 25 
years and are still holding 
on. 

Now Mr. Mill Supply 
Dealer, the next time you 
get out amongst the trade, 
just make a special effort 
to “Moore - Whiteize” 
those prospective Clutch 
users whom you meet. 
You’ve got a first class 
article and a reliable and 
square firm back of you. 


Free Catatocue “C” on Request. Write Us Topay. 


THE MOORE & WHITE CO. 


Sole Makers 


2711 to 2741 N. 15th St., 


Philadelphia 
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Catalogs and House Organs 


West Virginia Mill Supply Jobber Defends State Against Critics 


Superior Supply Co., Bluefield, W. Va., jobber of 
mill, mine, steam, electrical and railway supplies, has 
been distributing a pamphlet under the caption, “More 
Truth About West Virginia.” It is a reprint of an 
answer by the American Constitutional Association 
of Charleston, W. Va., to unjust criticisms which have 
been made about the state of West Virginia. The 
association charges that one of the big reasons for 
creating a false impression about the state is con- 
nected with locating factories within its boundaries. 

Hide Leather & Belting Co., 227 South Meridian 
street, Indianapolis, manufacturer of leather belting 
and leather specialties, and jobber of mill, mine, 
factory and engineers’ supplies, has just published a 
complete and attractive catalog. The page size is six 
by nine inches, and the catalog contains 336 pages. 
The company was established in 1870. A. G. Snider 
is president and manager, and A. E. Snider, vice- 
president. 

Monarch Mfg. Co., Council Bluffs, Iowa, manufac- 
turer of oils, greases, belt dressings and other prod- 
ucts, has distributed a reference catalog No. 10, de- 
scribing its complete line. 


The John Steptoe Company, Cincinnati, manufac- 
turer of shapers and milling machines, has just issued 
a circular describing its quick change gear box lathe. 
A copy will be sent to any persons interested. 

Angle Steel Tool Co., formerly Otsego, Michigan, 
is now located in a new factory at Plainwell, Mich. 
The company has issued a supplement catalog, sup- 
plementing and applying to its 1921 and 1922 catalogs, 
containing late price lists on steel stools, chairs, trucks, 
tool stands and other products in the company’s line. 

The Allen Filter Co., Toledo, Ohio, manufacturer of 
fountains, water purifiers, glass fillers, beverage dis- 
pensers and other products, has issued a new catalog. 
In the preface the company calls attention to the fact 
that the title, Allen, is its trade-mark, protected by 
copyright registered March 21, 1922. 


The October number of the Walworth Log con- 
tinues the story of the sugar industry, describing the 
manufacture of raw and refined sugar. The illustra- 
tions are for the most part interior views of refineries 
and give a good idea of some of the machinery re- 
quired by the sugar industry. The Walworth Mfg. 
Co. has also issued a circular to the trade containing 
an offer to furnish lithographed calendars in 6 colors 
at a nominal cost, the calendars carrying a picture 
strongly suggesting the need for a complete line of 
tools in the home. Space is allowed for printing on 
the face of the calendars the name and address of the 
dealer. 

The Valve World, the Crane Co. house organ, in its 
October issue contains a description of the company’s 
new branch house in Pittsburgh. The new branch is 
located at Twenty-fourth street and Railroad avenue. 
The building is a six-story and basement structure 
of reinforced concrete, containing an aggregate of 
93,590 square feet of floor space. One of the innova- 
tions is the installation of steel bins with adjustable 


partitions so that the bin dimensions may be changed 
easily. C. S. Pitkin, formerly head of the engineering 
department of the company, is branch manager. 


The second edition of The Welding Encyclopedia, 
edited by L. B. Mackenzie and H. S. Card, has been 
published. It is a reference book on the theory, prac- 
tice and application of the four autogenous welding 
processes. ‘The first half of the book consists of a 
dictionary of all words, terms and trade names used 
in the welding industry. It also contains instructions 
for welding operations, modern methods for testing 
welds and descriptions of the application of welding 
to various industries. Another section of the book 
contains federal and state rules and regulations relat- 
ing to the operation of welding equipment. The last 
half of the book contains a catalog section describing 
the standard lines of welding equipment. 


—~o 


EASTERN SUPPLY ASSOCIATION 


Held Interesting Annual Meeting in New York, Transacted Much 
Business and Elected New Officers 

The Eastern Supply Association held its annual 
meeting in the Hotel Astor, New York City, on 
Wednesday, Oct. 11, with an attendance of about 
280. There were two interesting addresses on the de- 
ferred or easy-payment plan for stimulating sales. 
Alexander Rose of the Arbitration Society of America 
made an address on behalf of the campaign to settle 
commercial disputes by friendly arbitration instead 
of by waiting for the attention of congested courts. 
Hon. Edward C. Stokes, former governor of New 
Jersey, spoke on “Individualism” and the crying need 
of delivery from paternalism. Wm. J. Woolley told 
of the work of the trade extension bureau and ex- 
plained the standard catalog which had been agreed 
upon for the trade. The size of the catalog recom- 
mended is 754x105. 

The following officers of the association were 
elected for the ensuing year: President, Frank W. 
Hubbard, W. B. Hubbard & Sons Co., Boston; first 
vice-president, George E. Keenen, Bayonne Supply 
Company, Bayonne, N. J.; second vice-president, 
Philip J. Faherty, Lambertville Pottery Co., Lambert- 
ville, N. J.; treasurer, Martin Behrer, Behrer & Co., 
Inc., New York City; directors:, Frank W. Hubbard, 
George E. Keenen, Philip J. Faherty, Martin Behrer, 
Willard Chamberlin, Standard Sanitary Mfg. Co., 
Pittsburgh; James A. Messer, James A. Messer Co., 
Inc., Washington, D. C.; John A. Murray, John A. 
Murray & Sons, Inec., New York City; Lee O’Neil, 
M. O’Neil Supply Co., New York City; R. A. Tate, 
Utica Plumbing Supply Co., Utica, N. Y.; A. A. Tom- 
linson, Tomlinson Co., Inc., Philadelphia; A. W. 
Walker, The C. S. Mersick & Co., Inc., New Haven, 
Conn. 

Claude W. Owen, E. G. Schafer Co., Washington, 
D. C., was elected national councillor and chairman 
of the war service committee, and George M. Bridg- 
man, Bridgman Co., Philadelphia, was elected substi- 
tute national councillor and vice-chairman of the war 
service committee. 




















MLL QUPPLUES 








VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 








The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 








The “U. 8.” Blower 
—— a 


zee 


LEANLINESS improves the efficiency and 


prolongs the life of machinery. 





The “U. S."’ Blower has been designed for conveniently 
removing, at low cost, dust, lint and free dirt from tools, 
motors and machines. It is light in weight, has -high 
velocity, and is supplied with a rubber tip for use when 
cleaning electrical machinery. 


Catalogue 20F sent upon request. 


THE UNITED STATES ELECTRICAL TOOL CO., Cincinnati, Ohio 


District Sales Offices and Service Stations located in the following citics: 
Boston Chicago Cleveland Detroit Houston Kansas City, Mo. 


Milwaukee New Orleans 
New York City Philadelphia Pittsburgh 


St. Louis 











We have customers who have been buying from 
us for thirty-five years. Better join our family. 
The next time you need any Engine and Boiler Trimmings, Plumbers’ 


Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 


ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone-—Cedar 74 














When writing to Advertisers please mention MILL SupPuigs. 
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Wrought Pipe Has Unusually Wide Rangeof Uses 


Survey of Industries Recently Made by National Tube Company 
Shows the Almost Unlimited Field for this Important Product 


Most mill supply jobbers carry as one of their 
icgular stock items wrought pipe, but it is doubtful 
whether many of them have ever given much consid- 
eration to the extent to which the use of pipe enters 
into industry. While it would be difficult to enu 
merate every phase of production into which it enters, 
a study of some,of the more important industries 
which use pipe in large quantities may perhaps cause 
some jobbers to pay more attention to this line than 
they previously have paid. 

The National Tube Company of Pittsburgh recently 
issued a short summary of the field for this impor- 
tant product, outlining the common uses for it in 
buildings, power plants, drilling, refrigeration sys- 
tems, mining, railways, oil and gas lines, water lines, 
waterworks, shipbuilding, air brake and signal service, 
and machinery construction. This survey concluded 
with a list of several pages of applications which 
serve admirably in giving a vision of the scope of 
usefulness of the material. Here are a few facts taken 
from this interesting study: 

To supply heat, water, gas and air for office build- 
ings, hotels, apartments, schools, industrial plants and 
other buildings requires vast quantities of wrought 
pipe. Water lines for sanitation and drainage; steam 
and hot-water lines for heat; air for vacuum and pres- 
sure purposes; railings, grill work and safety devices, 
are the most important uses of wrought pipe in build- 
ings. In industrial plants the boiler feed and steam 
lines, pump lines, supply lines and distributing mains 
require pipe. 

Of the various classes of equipment installed in a 
power plant, probably none is subjected to greater 
scrutiny, or is called upon to demonstrate more defi- 
nitely its dependability, than the piping system. For 
carrying steam to turbines, pressure cylinders, feed 
water and fuel oil to boilers, and fluids and gases 
through cooling systems and exhausts are some oi 
the more important services required of pipe. 

Drilling of any nature carries with it severe service. 
The unseen treasures of the earth have always held 
fascination for the man who is willing to “take a 
chance.” The pipe manufacturing industry received 
its strongest impetus from the oil and gas industry, 
and wherever drilling operations are required, pipe is 
of prime importance. 

In refrigeration, whether the installation be for 
commercial, industrial or scientific purposes, pipe is 
the first consideration. Many of the large industrial 
organizations are now equipped with refrigerating 
plants. New plants are largely being equipped with 
them. This industry offers unusual opportunity for 
jobbers to increase their pipe sales. 

According to recent statistics, there are approxi- 
mately 18,000 coal and metal mines and quarries in 
this country. In each one of these there are many 
important uses for pipe. Drainage, pump, steam, ven- 
tilating and compressed air lines all require it. 

Briefly sketching the uses of pipe in railroading, it 
is found that wrought pipe is used on trains in air 
brakes, steam heating, water, and lighting systems; 


in the railroad yard, for compressed air, water, gas, 
oil and steam lines; in terminal warehouses for heat- 
ing, plumbing and refrigerating; in the power plant, 
pumping station, roundhouse, machine shop, for pur- 
poses ranging from a large high-pressure steam main 
or pump intake to a small lubricating pipe. It is used 
about the station in the form of plumbing and heating 
systems, guard rails, columns, fences, turnstiles, bag- 
gage racks, electric conduit. Along the right of way 
it is used for signal and electric transmission poles, 
and interlocking switch and signal systems. 

After oil or gas has been produced by drilling, there 
still remains the problem of transporting it, and this 
is largely done by means of pipe lines. 

The matter of water supply is of vital importance 
to every community and industry. The different func- 
tions of this service call for different types of pipe-line 
construction. Waterworks are an important factor in 
all civic, commercial and industrial progress. Pipe is 
used in large quantities in all waterworks. 

In shipbuilding pipe enters into the steam, fire and 
plumbing lines, tubular columns, stanchions, derrick 
masts, booms and railings. 

For modern railway signal service, many miles ot 
pipe are required for each section operated. The safe 
operation of interlocking switches and signals, par- 
ticularly, whether on the main line or at a crossing, 
is one of the vital problems solved by the use of 
dependable pipe. 

Large quantities of pipe are used in machinery con- 
struction. Pipe is used for handles, connecting rods, 
struts and braces; for lever arms, axles and hubs; for 
by-passes and gage connections; for pillars, columns 
and rollers; for cylinders and piston rods, posts and 
booms, drums and drum legs, live steam rolls, tumbling 
barrels, spider bands, housings and spindles; for guard 
rails and ladders, exhaust pipes, tank and filter drains, 
electric conduit, blower connections, jacks and cranks, 
compressed-air and vacuum lines; in cotton gins, me- 
chanical driers, elevators and conveyors. In fact, there 
are few machines or mechanical constructions in which 
pipe could not be used to advantage. 

In addition to the aforementioned industries, green- 
houses, dry kilns, agricultural machinery, playgrounds 
and gymnasiums are all fertile fields for selling pipe. 

Here are some of the applications of pipe for indus- 
trial purposes which give some idea of the possibilities 
for its sale: 

\ccessories for air and electric drills, acetylene 
torches, acid piping, agricultural implements, air brake 
pipes, compressors, air conductors, air cushion manu- 
facturing, air distributing apparatus, air drills, air 
drums, air lines, air pumps and air shafts, ammonia 
coils, cylinders and lines, anchors, animal cages, air 
distributing apparatus; dry kiln, gymnasium, ice mak- 
ing, playground and steam gage testing apparatus; 
are light supports, arch pipes, ash conveyors, auto- 
mobile exhaust pipes, gear shifts, awnings, axles. 

Baby carriages, baker-heater pipes, balcony railings, 
blasting barrels, brake beams, bedstead frames, beet 
toppers, bell cord protectors, steam bends, bicycles, 
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Victor Balata & Textile Belting Company 


Main Sales Office: 38 Murray Street, New York, N. Y. 
167 N. Market St. Chicago Factories: Easton, Pa. 


Manufacturers of ““V-B” (Victor Balata) Belting and Canvas 
Stitched Belting, for transmission, elevating and conveying— 
also Tractor and Endless Thresher Belts. 

We manufacture all our products We carry large and complete stocks 


from the raw cotton to the finished for immediate shipment at our fac- 
belt. We spin our own yarn and 


weave our own duck, enabling us to tory, branch stores, warehouses and 
furnish high quality belting with uni- distributing agents, and in all mar- 
formity throughout. kets, 





A few desirable territories still open—Write. 








The Pickering Governor 
ADAPTED TO GAS ENGINE CONTROL 


To meet the growing demand for equipment that will properly regulate 
Gasoline Engines, we have worked out a Governor that is giving excellent satisfac- 
tion and with marked operating economies. 


For Stationary service, the open type is thoroughly practical, while for outdoor 
work or where Power Plant operates in a dusty place, it would be better to recom- 
mend Governor with Hood to protect revolving parts—as illustrated herewith. 


Write for booklet and further information, as 
these Governors are creating great demand. 





ian The Pickering Governor Co. Portland, Conn. 


Cover Removed 
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EX AUUCUCUICT AULTAXIATUIIIIIIT 


Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
S' m p | e T 
tronges 


hanger ever made. 


Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


EXUKX UXUKKARELECEIIIE 


STETESESTOSA SESE STETESTS TEES TEE T TET ES TS Sete Sete eeteeseseseestsssstcessesseeseel 


Send today for catalog giving complete description of our band 
saws, saw tables, jointers, shapers, planers, borers, planer and 
matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers. 


Ge 
Crescent Machine Co. 
96 Columbia Street 


LEETONIA OHIO 


@Note the ball ana 
socket joint. 

QHanger can swing in 
any direction. 

QNot necessary to re- 


move hanger to raise 
or lower pipe. 






Write for 
“Our Silent Salesman” 
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The Penn Engineering Co. 
Philadelphia, Pa. 
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ballast lines, bilge suction lines, blast furnace bustle 
pipes, blasting barrels, boat davits, blower pipe, blow- 
ing engines, boiler tubes, foundation bolts, booms, box 
coils, braces for structural work, brackets for awnings 
and for coils, brake beams, locomotive bridge pipe, 
building columns, bushing and bustle pipe. 

Continuing through the alphabetical list, in addition 
to the listings above, there will be found nearly 500 
common uses for pipe. When it is considered that 
these are only a few of the uses, it will be realized that 
the possibilities for this product have an almost un- 
ending range. 

tee 


NEW MILL SUPPLY JOBBER 


J. G. Robertson, St. Paul Contracting Engineer and Power Plant 
Specialist, Announces Opening of New Business Home 


J. G. Robertson, St. Paul, Minn., a prominent con- 
tracting engineer who for the past thirty years has 
been selling power plant equipment in the northwest, 
has just moved into a new building at 2528 University 
avenue, in the Midway district between the cities of 
St. Paul and Minneapolis. In addition to power plant 
equipment, he has decided to add a complete stock of 
mill, factory and steam supplies. 

Mr. Robertson started in business for himself over 
thirty years ago. As time went on, he associated 
with him several well-known power plant engineers, 
and built up a large power plant business. He has 
erected some of the largest power plants in the north- 
west, and recently completed entire new plants for 
the city of Fairmount and the city of New Ulm, Minn 
both of which plants cost approximately $200,000. 

In connection with his business, it has been Mr. 
Robertson’s opinion for some time that a substantial 
business could be built in the general mill supply busi- 
ness. Arrangements were therefore made last spring 
to handle this line, and last May construction of 
new business home was started. — 


a 
The building is of 
reinforced concrete and brick and furnishes ample 
space for offices, sales rooms and warehousing. The 
Robertson organization occupies the entire building, 
which is situated on the principal thoroughfare be- 
tween the “Twin Cities,” and within three blocks of 
the Minneapolis line. 

The supply department will be under the manage- 
ment of J. 1. Purinton, who started in the mill supply 
business twenty years ago with the Iowa Machinery 
& Supply Company. With the experience which he 
brings and the connections of Mr. Robertson with 
power plants, Mr. Purinton expects to develop the 
supply end of the business and hopes to make the 
house one of the largest in the northwest. 

—to-r 
Dixon's New Display Case 

Joseph Dixon Crucible Co., Jersey City, N. J., man- 
ufacturer of graphite products and belt dressing, an- 
nounces that it has met the demands of salesmen and 
jobbers for a permanent case to market an assortment 
of the company’s lumber crayons and carpenter pen- 
cils. This new case contains ten compartments, seven 
of which are designed to hold one dozen lumber cray- 
ons each, one to hold six crayonholders, and_ the 
remaining two are for holding one dozen each of the 
company’s carpenter pencils. The company has also 
prepared a very attractive colored circular which 
shows the case to good advantage, and one or more 
of these will be sent to any interested jobber. 


AUTOMOTIVE EQUIPMENT SHOW 


Chicago Will Be Scene of Big Exhibit of Products in Connection 
With Association Meeting—For Members Only 


The Automotive Equipment Association, whose 
membership includes several hundred jobbers and 
manufacturers of automotive equipment, will hold its 
fall show at the Coliseum and the Coliseum Annex, 
Chicago, Nov. 13 to 18. There will be 250 exhibits. 
The show is for the benefit of members of the asso- 
ciation and no invitations to the general public have 
been issued. 

The Black & Decker Mfg. Co., Towson Heights, 
saltimore, Md., will send a large delegation of execu- 
tives and salesmen to the show. According to the 
company’s present plans, the following men will rep- 
resent the company: S. Duncan Black, president; 
R. W. Procter, sales manager; G. W. Brogan, adver- 
tising manager; W. C. Allen, sales supervisor; R. S. 
Mitten, Chicago manager; Marbury B. Fox, Chicago 
salesman; L. C. Gehring, salesman, C. G. Odell, as- 
sistant to the president; G. R. Lundane, New York 
manager; D. G. Caywood, New England manager; 
R. D. Black, Philadelphia manager; M. A. Johnson, 
Pacific coast manager; J. N. LaBelle, Kansas City 
manager; L. E. Berry, Kansas City salesman, and 
C. M. Hall, Indianapolis resident salesman. The com- 
pany’s exhibit will feature a new and elaborate display 
known as “The bureau of electric tools,” a combina- 
tion display and demonstrating bench which is being 
supplied to jobbers. 

Alvord Reamer & Tool Co., Millersburg, Pa., an- 
nounces that, in addition to its regular exhibit at the 
show, it has arranged for a display room at the Audi- 
torium hotel for the benefit of customers and friends. 

o> 


Statement of the ownership, management, circulation, etc., required by 
the Act of Congress of August 24, 1912, of MILL SUPPLIES, published 
monthly at Chicago, Illinois, for October 1, 1922. State of Illinois, 
County of Cook—ss. ; 

Before me, a Notary Public in and for the State and county aforesaid, 
personally appeared Clay C. Cooper, who, having been duly sworn 
according to law, deposes and says that he is the Business Manager of 
MILL SUPPLIES, and that the following is, to the best of his knowl- 
edge and belief, a true statement of the ownership, management (and 
if a daily paper, the circulation), etc., of the aforesaid publication for 
the date shown in the above caption, required by the Act of August 24, 
1912, embodied in section 443, Postal Laws and Regulations, printed on 
the reverse of this form, to wit: 

That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher, The Crawford Publishing 
Co., Chicago, Ill.; editor, Clay C. Cooper, Chicago, Ill.; managing editor, 
Clay C. Cooper, Chicago, Ill.; business manager, Clay C. Cooper, Chi- 
cago, Il. 

2. That the owners are: (Give names and addresses of individual 
owners, or, if a corporation, give its name and the names and addresses 
of stockholders owning or holding 1 per cent or more of the total amount 
of stock.) B. H. Crawford-McNash, Wheeling, W. Va./ Frederick P. 
Crawford, Philadelphia, Pa.; Clay C. Cooper, Chicago, Ill.; Fred Newton 
Scott, Ann Arbor, Mich.; John Harrison MecNash, Wheeling, W. Va.; 
John Trix, Detroit, Mich. 

3. That the known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mort- 
gages, or other securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of 
stockholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder 
appears upon the books of the company as trustee or in any other 
fiduciary relation, the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and belief as to the circum- 
stances and conditions under which stockholders and security holders 
who do not appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that any other person, associa- 
tion, or corporation has any interest direct or indirect in the said stock, 
bonds, or other securities than as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise. to paid subscribers 
during the six months preceding the date shown above is ——. (This 
information is required from daily publications only.) 
CLAY C. COOPER, 
Business Manager. 
Sworn to and subscribed before me this 22nd day of September, 1922 
(SEAL) THOS. H.. RUSSELL. 
(My commission expires Sept. 25, 1922.) 
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LEATHER. BELTING 
HANDBOOK + 


Sent on Request 


This book gives in concise, practical form 
comprehensive engineering data on Belting 
and its applications. 


It is just the book to use as a ready 
reference on any belting problem which 
confronts those in charge of the mechan- 
ical equipment. 


Although originally compiled by our 
engineers for their own use, its great prac- 
tical value to belt users was immediately 
apparent and we are accordingly publish- 
ing it in a convenient, loose-leaf form for 
the use of belt users generally. 


It is being issued in sections—the loose- 








leaf cover and the first four sections be- 
ing now ready for distribution. 

When visiting the National Exposition 
of Power and Mechanical Engineering, 
Grand Central Palace, N. Y., Dec. 7 to 
13, 1922, don’t fail to see the Leather 
Belting Exchange exhibit. B. 


Write for vour copy today. 











Reg. U.S. Pat. Off. 


(in 


, ° Tanners 
Belt Manufacturers 


Main Office and Factory: 
42 FERRY STREET, NEW YORK 





Distributing Branches and Dealers in all lead- 
ing cities throughout the world. 
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PERSONAL 
_E. P. Sawhill has been appointed manager of conveyor sales 
for the Brown Hoisting Machinery Co., Cleveland. 


W. LaCoste 
Norton Co., 
European trip. 

V. Emmons, metallurgist of the Cleveland Twist Drill Co., 
Cleveland, Ohio, has been re-elected treasurer of the American 
Society for Steel Treating. 

Fred G. Berling, purchasing agent of the 
Cincinnati, was elected secretary of 
of Purchasing 


Neilson, 
Worcester, 


sales 
returned 


vice-president and 


manager, 
Mass., recently 


from a 


Lunkenheimer Co., 
the Cincinnati Association 
\gents at its annual meeting held recently. 

Samuel McCutcheon has been elected treasurer of the North 
& Judd Mfg. Co., New Britain, Conn., manufacturer of hard- 
ware products. He has previously been assistant secretary of 
the company. 

Bert N. Greenwood, who was connected 
Greenfield Tap & Die Corporation, has joined the sales force 
of Russell, Holbrook & Henderson, Inc., 30 Church street, New 
York. He will make his headquarters at Bridgeport, Conn. 

Ray S. Dean, who has been — with Manning, Maxwell 
& Moore, Inc., since 1909, has heen appointed district manager 
of the company with headquarters at Chicago. Mr. Dean is a 
member of the class of 1906 of the University of Minnesota. 


R. I. Case has resigned from the Eccles & Smith Co., San 
Francisco, dealer in machine tools, railroad, foundry, machine 
shop and garage supplies, and has joined the Berger & Carter 
Co., the same city, as manager of its machinery department. 

Sherman A. Harding has been appointed Pittsburgh district 
manager of the Consolidated Machine Tool Corporation, He 
has for three years been Pittsburgh sales manager for the Betts 
Machine Co., which company was merged three months ago into 
the consolidation. 


formerly with the 


J. E. Shibeler has been appointed Indianapolis district man- 
ager of the Betz-Pierce Co., Cleveland, jobber of iron and steel. 
He was formerly connected with the LaSalle Steele Co., and 
was also for ten years in the purchasing department of the Link 
Jelt Co. at Indianapolis. 

N. T. Montague, Norton Co., Worcester, Mass., manufacturer 
of abrasives and grinding machinery, addressed the machine 
shop section of the Providence Engineering Society at its recent 
meeting in Providence, R. I., on the subject of “factors affecting 
grinding wheels selection.” 

James Clark, Jr., president Jas. Clark, Jr., Electric Co., Louis- 
ville, Ky., recently returned from a 1,400-mile motor trip through 
Indiana and northern Michigan. During his trip he had occasion 
to visit a number of garages and is now more than ever im- 
pressed with the possibility of the garage field for the sale of 
electrical products. 

A. Bruce, formerly connected with the Packard Motor 
Car Co., Detroit, has joined the sales force of the E. L. 
Essley Machinery Co., Chicago, and will represent the com- 
pany in Michigan territory. C. P. Burns, formerly with the 
Fairbanks Co., Chicaro; T. P. Nielsen, and Ralph Wirth 
have also joined the Essley force. 

Howard Coonley, president of Walworth Mfg. Co., ad- 
dressed a recent gathering of the Pilgrim Publicity Associa- 
tion at a luncheon at the Hotel Bellevue, Boston. In his 
address he paid tribute to the personality and business ability 
of Charles M. Schwab, with whom he was associated in the 
administration of the Emergency Fleet Corporation. 

William H. Oliver, who has been appointed New York sales 
manager for the Republic Iron & Steel Co., Youngstown, Ohio, 
was guest of honor at a dinner given by the pipe jobbers of 
Philadelphia, in which city he has heen located since 1901 in the 





sales department of the company. He was presented with a 
silver set as a token of the esteem in which he is held by the 
Philadelphia jobbers. 


C. C. Strout has been elected vice-president in charge of 
sales of Alvord Reamer & Tool Company, Millersburg, Pa. 
He was formerly western sales manager of Victor Saw 


Works and general sales manager of Safety Wrench & 
Appliance Co. A. M. Lindsley, chief engineer of the Alvord 
organization, will head a new service department which has 
been established by the company. 

James A. Messer, president of James A. Messer Co., Inc., 
1000 Pennsylvania avenue, N. W., Washington, D. C., jobber 
of plumbing, steam and gas supplies, has been elected presi- 
dent of the Columbia National Bank of that city. He entered 
the plumbing business as a bookkeeper in 1893, working up 
through successive promotions to the presidency of the 
company which now bears his name. 

George M. Blake, formerly connected with W. L. Blake & 
Co., 79 Commercial street, Portland, Maine, jobber of plumb- 
ing, steamfitting, engine, railway, electrical and mill supplies, 
is now president and general manager of the Fred H. 
Rounds Supply Company, Portland. Clarence V. Blake has 
been elected treasurer and sales manager. These changes 
were announced following the recent death of Fred 
Rounds, who had been president of the company. 

Henry L. Thompson, president, The Bostwick-Braun Co., 
Summit & Monroe streets, Toledo, Ohio, jobbers of mill, steam, 
plumbers’, machinists’, railroad and automobile supplies and 
dealers in wholesale hardware, has been elected chairman of 
the board of directors and chairman of the executive committee 
of the Willys-Overland Co., Toledo. Mr. Thompson is also 
president of the W. Bingham Co., 1278 W. 9th street, Cleveland, 
jobber of mill, mine, steam, machine shop and automobile sup- 
plies and wholesale dealers in hardware. 


Albert J. Woodruff, head of the Woodruff Machinery Mfg. Co., 
41 South Forsyth street, Atlanta, Ga., distributor of machinery, 
has been elected to the Georgia legislature as representative from 
the county of DeKalb. There were eight candidates in the race 
and Mr. Woodruff led the entire ticket. It is interesting to note 
that on his company’s business stationery is carried, in addition 
to the telephone number of the company, the telephone number 
where Mr. Woodruff can be reached on “Night and Sunday.” He 
evidently is as much on the job in business as in politics. 


James A. McDonnell has been appointed sales manager of 
the Leighton Supply Co., Fort Dodge, Iowa, jobber of mill, 
steam, factory and plumbing supplies. He has for the past 
six years been with the Fisher Supply Company, Marshall- 
town, Iowa, jobber of plumbing, heating and mill supplies, 
being secretary and manager of the company. He was for 
eleven years connected with the U. S. Water & Steam Supply 
Company, Kansas City, Mo. W. F. McCown, formerly con- 
nected with the Leighton Supply Co., has returned to the 
company and will have charge of traffic and claims. 





FACTORY ADDITIONS 
Motor Co., Detroit, 
addition. 

The Schwarze Electric Co., 
addition to its machine shop. 

The Keith Furnace Co., Des Moines, 
new foundry at a cost of $150,000. 

The Magnetic Pigment Co., Trenton, N. 
a factorv addition at a cost of $50,000. 

The Eastern Foundry Co., Boyertown, Pa., 
and two-story pipe foundry, 100x150 feet. 

The Saginaw Chemical Co., Saginaw, 
two factory buildings at a cost of $50,000. 


Maxwell 
factory 


has awarded a contract for a 


Adrian, Mich., is building an 
Towa, is completing a 
J., plans to build 
is building a one 


Mich., plans to build 
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UNIT CATALOG SERVICE 


Mill Supplies, Machinery and Automotive Equipment 
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Backbone Catalog 





Above illustrations show comparative sizes of an 800 page 74x10}%-inch New (National Standard) size catalog 
as against a 1200 page 6x9-inch former size. This new size, on which we are now offering service, allows the 
listing to better advantage of more goods in one-third less pages at a lower cost than the smaller size, and there- 


fore, has proved of greater value. 
SERVICE 


Our Service consists of making your layout, securing the data and cuts, doing 
the compiling, setting the type, submitting proofs of same to you as well as the 
manufacturer for OK, printing and binding the catalogs. This Service also 
includes keeping your salesmen’s loose leaf catalogs continuously up-to-date by 
revising your pages immediately upon receipt of new data from manufacturers or 
information from our clients. This Service eliminates all your catalog troubles. 


NATIONAL STANDARD SIZES COMPILING STAFF 
We build to your individual requirements, Mill . j : : 1 
Supply, Machinery and Automotive Equipment Cata- _ We have associated with us experienced compilers 
logs in National Standard Sizes, of which the outside in every line, one of whom, especially efficient “i 
measurements are 7!4x105% inches, (type measure the lines you handle, will be placed at your disposa 
61%4x9 inches); also Hardware Catalogs in 84x11 to make your layout and thereafter confine his efforts 
Sanches rain a ii : ' : strictly to your work until your catalog is completed. 


UNIT SYSTEM 


Our Units consist of whole and half pages as well es verse 





as Units of four to eight items to a page, from which We shall be very glad to write you more fully 
you may build your entire layout as per your ideas about our Service, mail samples of our work and 
and selection, enabling you to place in the hands of furnish estimates, or—if preferred—have one of our 
your clients an individual catalog illustrating the representatives call ready to lay out your catalog. 
lines you handle exclusively. This places you under no obligation whatever. 








Cuneo-Henneberry Service Company 


451-455 W. Twenty-Second St. CHICAGO 
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The Keystone Tool & Metal Parts Corporation, 65 Oak street, 
Buffalo, will build a one-story plant addition. 

The Reynolds Wire Co., Dixon, Ill, is building a four-story 
plant addition at an estimated cost of $150,000. 

The Keystone Wire & Stecl Co., South Bartonville, Ill, is 
building a one-story building at a cost of $50,000. 

The United Plumbers’ Supply Co., 181 E. 108th 
York, has let the contract for its new warehouse. 


street, New 


The Champion Shoe Machinery Co., St. Louis, plans to build 
a four-story factory addition at a cost of $100,000. 

The Sexton Can Co., 31 Cross street, Everett, Mass., is start- 
ing the erection of a one-story addition to its plant. 

The Fowler Radiator & Mfg. Co., New Castle, Pa., 
build a one-story plant addition in the near future. 

The Central Paper Co., Muskegon, Mich., plans to build a 
three-story addition at an estimated cost of $200,000. 


plans to 


The Pacific Ready-Built Homes, Inc., Los Angeles, plans to 
build a factory addition at an estimated cost of $150,000. 

The Panelyte Board Co., Smith building, Trenton, N. J., will 
build a new plant for the manufacture of fibre products. 

The Ziegler Mfg. Co., Alexandria, Ind., manufacturer of screw 
machine products, is buildine a one-story plant addition. 

Isaac Fass, Inc., Portsmouth, Va., is building a third unit at 
its ice-manufacturing plant at an estimated cost of $100,000. 

The Hupp Motor Car Corporation, Detroit, is building three 
four-story additions to its plant and also one one-story addition. 

The Washington Iron Works, Seattle, Wash., is building a 
one-story foundry to contain about 65,000 square feet of floor 
space. 


The Adam Axle Co., Findlay, Ohio, plans to build a plant 
addition, will install new equipment at an estimated cost of 
$50,000. 

The Western Cartridge Co., East Alton, IIL, is building a 
one-story addition to its brass mill at an estimated cost of 
$50,000. 

The Woodruff & Edwards Co., Elgin, Ill, manufacurer of 


hardware, is building a one-story factory addition at a cost of 
$75,000. 

The Robertshaw Mfg. Co., Youngwood, Pa., manufacturer 
of pipe fittings and supplies, will build a new machine shop and 
foundry. 

The Southern Machinery Co., Quitman, Ga., will build an 
addition to its foundry and machine shop to double the present 
capacity. 

The Andrews Wire & Iron Works, Rockford, IIL, plans to 
build a one-story addition to its factory at an estimated cost 
of $40,000. 

The Kewaunee Furniture Co., Kewaunee, Wis., manufacturer 
of laboratory equipment, is building a factory addition at a cost 
of $50,000. 

The University of Michigan, Ann Arbor, Mich., is building 
new engineering shops and laboratories at an estimated cost 
of $750,000. 

The Blakeslee Forging Co., Plantsville, Conn., manufacturer 
of drop-forged products, will build a two-story foundry addition 
to its plant. 

The Holley Carburetor Co., Vancouver avenue, Detroit, 
is pushing construction work on its new foundry which will 
cost $60,000. 

The Tiffany Electric Co., 131 Howell street, Jersey City, N. J., 
manufacturer of electrical equipment, will build a one-story 
plant addition. 

The Shaffer Refining Co., Cushing, Okla., wil 
addition to its refinery at an estimated cost of $ 
cluding machinery. 

Herbv Bros., 610 West Seventh street, Jamestown, N. Y., 
manufacturers of automobile truck bodies, plan to build a one- 
story plant addition. 

The Libbey-Owens Glass Co., Toledo, Ohio, plans to build six 
two-story additions at its Charleston, W. Va., plant at an esti- 
mated cost of $300,000. 

The Rubel Coal & Ice Corporation, Glenmore avenue, Brook- 
lyn, plans to build a new ice-manufacturing plant at an esti- 
mated cost of $500,000. 


The Armstrong Mfg. Co., Huntington, W. Va., manufacturer 
of hardware and electrical products, is building an addition to 
double its present capacity. 
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00,000, in- 
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The Vulcan Last Co., Portsmouth, Ohio, plans to rebuild its 
branch plant at Crandon, Wis., recently destroyed by fire with 
damage estimated at $200,000. 

The Advance Pattern & Foundry Co., 2734 West Thirty-sixth 
place, Chicago, is remodeling its plant and building additions 
at an estimated cost of $50,000. 

W. D. Crooks & Son, Parks street, Williamsport, Pa., manu- 
facturer of doors, sash and allied products, plan to erect a two- 
story plant addition to cost $75,000. 

; The Lacey Mfg. Co., Union avenue, Bridgeport, Conn., manu- 
facturer of dies and tools, plans to start soon on the construc- 
tion of a one-story factory addition. 

Hubbard & Co., Granite building, Pittsburgh, manufacturer 
of shovels and other tools, plan to build a one-story addition 
to their factory at 6301 Butler street. 

The Illinois Central Railroad is taking bids on a one-story 
roundhouse and repair shop addition at Evansville, Ind. The 
estimated cost of the additions is $75,000. 

The Cherokee Motor Co., Knoxville, Tenn., plans to build a 
three-story addition to its service and repair works at an esti- 
mated cost of $75,000, including equipment. 

The Stoll Mfg. Co., Denver, manufacturer of automobile 
bodies and accessories, plans to rebuild the portion of its main 
plant which was recently destroyed by fire. 

The Corn Products Refining Co., 17 Battery Place, New York, 
plans to expend $3,000,000 in plant additions and extensions at 
Edgewater, N. J., and Pekin and Argo, III. 

The Axton-Fisher Tobacco Co., 811 South Twentieth street, 
Louisville, Ky., plans to build a second factory adjoining its 
present one at an estimated cost of $150,000. 

Landers, Frary & Clark, New Britain, Conn., manufacturer 
of cutlery and electrical products, will erect a new six-story 
factory addition at an estimated cost of $75,000. 

The Titusville Iron Works, South Franklin street, Titusville, 
Pa., manufacturer of engines and pumps, plans to build an addi- 
tion to its plant at an estimated cost of $125,000. 

The General Electric Co., Philadelphia, will build an addition 
to its plant at Seventh and Willow streets, to be used for manu- 
facturing electric switches and kindred products. 

The Fairmount Creamery Co., Green Bay, Wis., is building an 
addition and power house and will install generating equipment, 
ice machine and boilers, among other equipment. 

E. Ingraham Co., Bristol, Conn., manufacturer of clocks, is 
completing an addition to its plant, which will give the com- 
pany several thousand feet of additional floor space. 

The Mason Tire & Rubber Co., 233 West 58th street, New 
York, plans to enlarge its branch plant at Bedford, Ohio. The 
company is arranging for a bond issue of $2,000,000. 

The Ternstedt Mfg. Co., Artillery and Muster streets, Detroit, 
manufacturer of automobile hardware, is building a one-story 
addition to its plant at an estimated cost of $235,000. 


Monticello Creamery Association, Monticello, Minn., will build 
a new creamery to contain a complete cold storage and refriger- 
ating plant. The estimated cost of the work is $85,000. 

The Rockwell Mfg. Co., 572 Park street, Milwaukee, is build- 
ing a one-story addition to its factory for millwork and hard- 
ware specialties. The estimated cost of the work is $125,000. 

The Bartlett-Hayward Co., Scott and McHenry streets, Balti- 
more, manufacturer of gas plant equipment, plans to build a 
one-story addition to contain about 52,000 square feet of floor 
space. 

The Harrison Radiator Co., Washburn street, Lockport, N. Y., 
manufacturer of automobile radiators, plans to build a three- 
story factory addition, 150x300 feet, at Washburn and South 
streets. 7 

Rockwood Mfg. Co., English avenue, Indianapolis, manufac- 
turer of paper pulleys and other devices, is planning the erection 
of two new one-story machine shops, at an estimated cost of 
$45,000. 

The United States Hoffman Machinery Co., 329 Temple street, 
Syracuse, N. Y., manufacturer of clothes-pressing machinery, 
plans to build a plant addition which will increase the capacity 
20 per cent. 

Chicago Mill & Lumber Co., 111 W. Washington street, Chi- 
cago, will begin work soon on a new two-story factory at 
North Sangamon and Cornell streets. The building will be 
300x400 feet. 

The Hanna Ore Mining Co., Fidelity building, Duluth, Minn., 
plans to build a new two-story machine shop and other buildings 
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\ CRANE PRESSURE REGULATOR WHICH TRANSFORMS HIGHER PRESSURES TO ANY CONSTANT PRESSURE 


INCREASING THE UTILITY OF A PLANT 


Low pressure steam or air delivery 
direct from higher pressure mains and 
constant pressure delivery are possible 
with Crane pressure regulators. Steam 
at the correct pressure for small power 
units or low pressure heating, constant 
pressure steam for process heating and 
air for blasts, heaters, and low pressure 
tools can be taken from higher pressure 


mains through this automatic valve 
without loss of one bit of heat or energy. 
Crane pressure regulators are furnished 
with unions or flanged connections, for 
any reasonable capacity and working 
pressure. Let the Crane representa- 
tive help you to increase the utility 
of your distribution piping with this 
dependable money-saving specialty. 


CRANE 


GENERAL OFFICES: CRANE BUILDING, 836 S. MICHIGAN AVE., CHICAGO 
Lranches and Sales Offices in One Hundred and Thirty-five Cities 
Jvational Exhibit Rooms: Chicago, New York, Atlantic Cit; 


Works: Chicago and Bridgeport 
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Crane 75 Low Pressure Clobe Valve 
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at its Wabigon mine. 
tions will be $115,000. 


The Centre Foundry & Machine Co., 2011 Main street, Wheel- 
ing, W. Va., is building a one-story foundry on Warwood avenue. 
Contract for the work was recently awarded. The estimated 
cost of the work is $35,000. 

The Cheshire Mfg. Co., West Cheshire, Conn., manufacturer 
of wireless equipment and electrical specialties, will make im- 
provements in the building recently acquired. The cost of the 
work is estimated at $50,000. 

The International Harvester Co., 606 Michigan avenue, Chi- 
cago, is erecting a new five-story addition at Blue Island and 
Oakley avenues at an estimated cost of $90,000. A pattern shop 
will be installed in the new addition. 

Bryant Paper Co., Kalamazoo, Mich., is starting construc- 
tion work on the first units of its extension program. These 
include a central machine shop and supply department, and 
a central power plant. The estimated cost of the buildings 
is $1,500,000, including equipment. 


It is estimated that the cost of the addi- 


NEW FACTORIES 

The American Septic Tank Co., Charlotte, N. C., plans to 
build new works at Spencer, N. C. 

Kaufman Plush Co., Philadelphia, is erecting a new five-story 
factory at an estimated cost of $84,000. 

The Crossett Lumber Co., Monroe, La., plans to build a 
new mill to cost in excess of $300,000. 

The Graham Nut & Bolt Co., Pittsburgh, is erecting a new 
one-story factory at an estimated cost of $100,000. 

The Chevrolet Motor Co., 3044 West Grand boulevard, Detroit, 
has plans for new works at Buffalo and at Cincinnati. 

The McCracken Concrete Pipe Co., Sioux City, Iowa, is 
planning to build a new plant at Cape Girardeau, Mo. 

The Hummel-Ross Fibre Corporation, Hopewell, Va., is 
building a new two-story plant at a cost of $100,000. 

McLin Cotton Mills, Rome, Ga., a new corporation, will erect 
a new textile mill. The company is capitalized at $150,000. 

The Volusia Cypress Co., New Smyrna, Fla., will build a new 
sawmill, planing mill arid crate mill at a cost of $100,000. 

The Southern Wire & Iron Works, Atlanta, Ga., will build 
a factory at Dallas, Texas, at an estimated cost of $60,000. 

Louis Skerl, 298 Eleventh street, San Francisco, is building 
a new two-story metal-working factory on Folsom street. 

The Minnesota Associated Lumber Co., Bemidji, Minn., 
plans to build a new mill at an estimated cost of $500,000. 

The Martin Iron Works, Los Angeles, plans to build a new 
one-story plant at East Twenty-eighth street and Naomi avenue. 

The Gray Motor Corporation, Detroit, is planning the erec- 
tion of another plant unit. One new unit has just been com- 
pleted. 

Humphreys & Co., Philadelphia, structural steel and iron work- 
ers, will build a new two-story plant at Front and Tusculum 
streets. 

The Wayne Tank & Pump Co., Canal street, Fort Wayne, 
Ind., plans to build a new one-story works at a 
$45,000. 

The Utica Heater Co., Utica, N. Y., is building a one-story 
lhuilding at its plant at Whitesboro at an estimated 
$100,000. 

The Pittsburgh Meter Co., East Pittsburgh, plans to build 
a new plant near its present one at an estimated cost of 
$115,000. 

The Sheet Metal Products Co., 1819 Central street, Kansas 
City, Mo., is erecting a new one-story plant at an estimated cost 
of $60,000. 

Cedar Rapids, Iowa, will install a large vocational department 
in the new junior high school which is to be erected at a cost 
of $400,000. 

J. M. Chambers, High Point, N. C., plans to establish a 
factory for the manufacture of automobile equipment and 
accessories. 


cost ol 


cost of 


The Rowe-Stuart Motors Corporation, Rossmere, Pa 
ing a new one-story plant for the manufacture of 
tubber goods. 


, is build- 
tires and 


Hicksville, N. Y., will install a vocational department in the 
new high school which is to be erected there at an estimated 
cost of $200,000. 


The ‘Garage Service Co., Chicago, is building a new three- 
story service station at 210 South Peoria street, at an estimated 
cost of $300,000. 

The Western Stove Co., Oakland, Cal., plans to erect a 
new foundry and works at Pomona, Cal., at an estimated 
cost of $75,000. 

The Automatic Water Pump Mig. Co., 236 East High street, 
Jefferson City, Mo., plans to erect a new one-story plant at a 
cost of $100,000. 

The Steel Tank & Pipe Co., Berkeley, Cal., plans to build a 
new plant. The company was recently organized with a capital 
stock of $145,000. 

The Atchison, Topeka & Santa Fe railroad is building 
a new one-story and car-repair shop at Wynona, Okla., at 
a cost of $50,000. 

The Puget Sound Lumber & Box Co., 3725 Twelfth avenue, 
Seattle, Wash., will build a new two-story factory at 1201 East 
Northlake avenue. 

R. E. Campbell, 1000 Taylor street, Columbia, S. C., is 
organizing a company to build a new plant to manufacture 
stoves and heaters. 

The Carolina Wash Board Co., Raleigh, N. C., plans to build 
a new one-story factory at High Point, N. C. A site, 300x300 
feet, has been acquired. 

The Franklin Contracting Co., 20 Washington place, 
Newark, N. J., plans to erect a new plant at Edgar, N. J., 
on a site recently acquired. 

The T. W. Smith Lumber Co., Chapman, Ala., plans to 
build a new mill to replace the one destroyed by fire re- 
cently with loss of $75,000. 

_ The Vose & Sons Piano Co., Boston, Mass., have plans 
for a new factory to be erected at Watertown, Mass., at an 
estimated cost of $300,000. 

The B. F. Downing Co., Dixon, Ill., automobile sales 
agency, is building a new two-story building and will equip 
one floor for repair work. 

The Merrimac Clay Products Co., 185 Devonshire street, 
3oston, has plans for a new plant at Plaistow, N. H., at an 
estimated cost of $225,000. 

Bronxville, N. Y., will install a vocational department in 
the new four-story high school which will be erected at an 
estimated cost of $400,000. 

The Abrasive Co., 30 Church street, New York, is reported 
to be considering plans for the erection of a new reduction 
plant near Chattanooga, Tenn. 

The White Motor Co., Nashville, Tenn., plans to build new 
works at Chattanooga to manufacture trucks and parts. The 
plans are said to be tentative. 

The Kroyer Mfg. Co., Los Angeles, manufacturer of farm 
tractors, plans to build a new five-story factory at Long 
Beach., Cal., at a cost of $200,000. 

The Mountain States Packing Co., Denver, will build a 
cold storage plant in its new five-story building which is 
being erected at a cost of $2,000,000. 

The Tex-McCracken Concrete Pipe Co., 304 Trust build- 
ing, El Paso, Texas, plans to build a new plant on Stevens 
avenue at an estimated cost of $75,000. 

The Atlas Tack Co., Fairhaven, Mass., plans to build a 
new one and two-story branch factory on Union boulevard, 
St. Louis, at an estimated cost of $500,000. 

The Paper Manufacturers’ Co., 526 Cherry street, Philadelphia, 
will build a new five-story plant at Fifth, Willow and Randolph 
streets. Excavation work was recently started. 

The Produce Co., Sioux City, Iowa, will build 
a new ice-manufacturing and refrigerating plant at an esti- 
mated cost of $100,000, including machinery. 

The Pillsbury Flour Mills Co., Minneapolis, Minn., will 
build a new flour mill at Buffalo at an estimated cost of 
$2,000,000, if present plans are consummated. 

The Southwestern Dehydration Co., 409 Andrews building, 
Dallas, Texas, will soon equip a four-story factory. The 
company is a new one, capitalized at $125,000. 

The Hatfield Resilient Wheel Co., 431 Munsey_ building, 
Baltimore, is planning to build a new one-story factory at 
Wells street and the Baltimore & Ohio railroad. 

The National Phonograph & Motor Co., Ontario, Cal., 
plans to build a new plant to manufacture talking machine 
motors. The company has already acquired a site. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








HOSE CLAMPS 


Made of best galvanized 
heavy gauge steel 


Made for % to 3 inch Hose 


Our prices are right. Send us 
your orders. 


SCHLANGEN BROS. CO. 


Makers of a complete line of 
lose Accessories 


2435 IRVING PARK BOULEVARD, CHICAGO, ILL. 











DAVIS VALY 


STEAM -SAVERS SINCE 1875 | 


SPECIALTIES 


Pressure Regulators 
Back Pressure Valves 
Stop and Check Valves 
Exhaust Relief Valves 


Float Valves 
Steam Traps 
Flow Regulators 
Special Valves 


Write to the G. M. Davis Regulator Co. 
411 Milwaukee Avenue, Chicago 


for details of money-back 
guarantee. 








“BLUENOSE”’ 


Pressed Steel 


Hand Trucks 
“BRUTE” 


Pressed Steel 
Trailers 








Write for specifications and Prices 


Sharon Pressed Steel Co. 


Sharon, Pa. 








AJAX Bibb Reseater— mace in two styles—sin- 


gle or double threaded 
cone. Fits any faucet. 4 
hardened steel cutters 
with each tool. A good 
selling proposition. 


the finest expander 
made. In sizes from 
*” O. D. up to 5”. 
The se tools bring in 
repeat orders. Write 
for prices, ete. 
ESTABLISHED 1876 


AJAX MFG. CO., PITTSBURGH, PA. 


We can furnish expanders for any size eet 
1%", 56", %4” etc. up to 6” 





SEND FOR OUR REVISED PRICE LIST OF 
STANDARD IRON and STEEL STUDS 





We recently acquired the entire equipment of one of the best equipped 
shops for the manufacture of studs and threaded rods. 


We Also Manufacture a Line of 


Malleable and Drop Forged Thumb Huntington Pattern Emery Wheel 
crews id Nuts ressers and Cutters 

Victor Small Screw Clamps Victor Gas Solder tron Furnaces 

Malleable Carriage Clamps Victor Soft Metal Face Hammers 
Special Studs and Screw Machine Products made to Individual requirements 


VICTOR PRODUCTS CORP. 


Office Factory 
560 Van Buren St. CHICAGO 2631 Belmont Ave. 


One Man or a Dozen? 


What concern wouldn’t invest $5.00 to save 11 
mens’ time and wages. The ATLAS Car Mover is 
the best and most powerful device ever made for 
starting and moving loaded cars by hand. Its 
compound leverage exerts a double leverage of tre- 
mendous force. Many other good points. 


The ATLAS is a quick 
sure, profitable seller. ¥ 
Write for discounts f 


APPLETON 
CAR-MOVER 
COMPANY 


- Appleton, Wis. 4 
—_—  emeetie 



























fat RIBBO 
FLT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 


950 Webster Bldg. Chicago 








STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. Chicago 








When writing to Advertisers please mention Mitt Suprcizs. 

















The American Radiator Co., 816 S. Michigan avenue, Chi- 
cago, will soon start building operations on its new plant 
at St. Paul, the estimated cost of which is $1,200,000. 

The Southern Bobbin & Spool Co., Greenville, S. C., is build- 
ing a new two-story factory at an estimated cost of $35,000, to 
he used for the manufacture of textile machine equipment. 

The J. A. Sexauer Mfg. Co., 523 Eighth avenue, New York, 
manufacturer of plumbing supplies and pipe fittings, plans 
to build a new two-story factory at 2503 Third avenue. 

The J. Biehl Wagon & Auto Works, 31 South Fifth street, 
Keading, Pa., plans to build a new two-story plant at West 
Reading to manufacture automobile parts and equipment. 

The Chicago Machine Products Corporation, 14 S. Jefferson 
street, Chicago, manufacturer of automobile locks, will soon 
be installed in a new one-story factory at 4711 W. Lake 
street. 

The Magnolia Petroleum Co., Electra, Texas, plans to build 
a number of new buildings, including a machine shop, tool works, 
forge shop and repair shop. The estimated cost of the work is 
$150,000. 

The Illinois Central Railroad Co., Chicago, plans to erect a 
new two-story freight terminal at Indianapolis, at an estimated 
cost of $200,000. Mechanical freight handling equipment will be 
installed. 

The Brunet Heating System, Inc., Rice Lake, Wis., plans 
to begin work soon on the first unit of its new plant. The 
company was incorporated last year with a capital stock of 
$1,000,000. 

The L. M. Ward Co., 38 Bloomfield avenue, Passaic, N. J., 
has awarded a contract for the erection of a one-story service 
and repair station at Main avenue and Monroe street, Clifton, 
N. J., to cost $100,000. 

The Superior Ice Co., Inc., 50 East 42d street, New York, 
plans to build a new ice-manufacturing and cold-storage plant 
at East Seventeenth street and Avenue Z, Brooklyn, at an esti- 
mated cost of $250,000. 

The Cyclone Fence Co., 233 Broadway, New York, plans 
to build a branch plant at 796 Frelinghuysen avenue, Newark, 
N. J. The first unit of the plant will contain about 30,000 
square feet of floor space. 

The Hebern Electric Co., Bank of Italy building, San Fran- 
cisco, manufacturer of electrical equipment, is building a new 
three-story plant at Harrison and Eighth streets, Oakland, Cal., 
at an estimated cost of $300,000. 

Traylor Engineering Co., Allentown, Pa., manufacturer of 
inining and smelting machinery, will build a new ecight-story 
factory branch at Broad street and Lehigh avenue, Philadelphia, 
at an estimated cost of $455,000. 

The American Yellow Taxi Operators, Inc., 119 West 145th 
street, will build a new one-story automobile service and 
repair building on property recently acquired on Thirty- 
second street between First avenue and the East river. 

The National Pressed Gear Co., Canton, Ohio, will build 
a new factory on Allen street to manufacture hot pressed 
siraight and bevel sears under a new patented process. The 
company was recently organized with a capital of $250,000. 

Glen C, Tobias, Houston, Texas, plans to operate a plant for 
the manufacture of steel products. He is organizing a company 
for this purpose. The plans call for a capitalization of $5,000,- 
000 and an initial expenditure of $500,000 for plant purposes. 

The Planters & Merchants Mills, 604 Brady building, San 
Antonio, Texas, plans to build a new textile mill and power 


house. The company was organized recently with a capital 
of $10,000,000. The power house, it is estimated, will cost 
$100,000. 


The Electric Storage Battery Co., Nineteenth and Alle- 


gheny streets, Philadelphia, plans to erect a new branch 
plant at Belmont boulevard and Anderson street, Kansas 
City, Mo. The estimated cost of the first unit is $120,000. 


It will be used mainly for battery assembling. 

The Kroeschell Bros. Co., 640 West Erie street, Chicago, plans 
to build a new one and two-story plant on Diversey avenue to 
be used jointly by the company and Kroeschell Bros, Ice Ma- 
chine Co., an affiliated organization. The plans for the building 
have recently been revised and the estimated cost of the work 
is now $300,000, including equipment. 


INCREASED CAPITAL 


The Ohio Steel Castings Co., Cleveland, has increased its 
capital stock to $100,000. 
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The Vermont Tap & Die Corp., Newport, Vt., has increased 
its capital stock to $100,000. 

The Southern Dry Dock & Shipbuilding Co., 
Texas, has increased its capital stock to $200,000. 

The Clayton Mfg. Co., Bristol, 
shears, has increased its capital 
$150,000. 

The American Machine & Foundry Co., 511 Fifth avenue, 
New York, plans to increase its capital from $2,000,000 to 
$10,000,000. 

The Hopedale Mfg. Co., Milford, Mass., manufacturer of 
textile machinery, has increased its capital stock from $450,- 
000 to $1,000,000. 

The Armstrong Mfg. Co., Huntington, VW’. Va., manufac- 
turer of hardware and electrical products, has increased its 
capital from $300,000 to $500,000. 

The Lansing Pure Ice Co., Lansing, Mich., has increased 
its capital stock from $100,000 to $200,000, and plans to 
double the capacity of its present plant. 

The Trump Mfg. Co., Springfield, Ohio, manufacturer of 
steam turbines, has increased its capital stock from $125,000 
to $200,000, to provide for business expansion. 


Orange, 


manufacturer of 
from $100,000 to 


Conn., 
stock 


Lowe Brothers Co., Dayton, Ohio, manufacturer of paint 
and varnish, has increased its capitalization from $1,000,000 
to $2,000,000. The company is largely expanding its plant. 

The Ingersoll-Rand Co., 11 Broadway, New York, manu- 
facturer of machinery and tools, has called a specia! meeting 
of stockholders for November 1 to vote an increase in the 
common stock from $15,000,000 to $30,000,000. 

The American Carbonic Machinery Co., Wisconsin Rapids, 
Wis., manufacturer of artificial ice machines and refrigera- 
tion systems, has increased its capital stock from $750,000 
to $1,000,000. Plans are being completed for the enlarge- 
ment of the company’s plant and general expansion of the 
business. 


NEW CORPORATIONS 


The Modern Truck Mfg. Co., Mobile, Ala., $50,000; incor- 
porators: G. M. Byrde, M. L. Scholtes and E. A. Hill. 

The Bronze Hardware Mfg. Co., Buffalo, $100,000. Incor- 
porators: W. H. Barlow, E. K. Barlow and W. O. Kuhn. 

Green Wrench Co., Marshall, Mich., $50,000, to manufac- 
ture wrenches, doing its own machining and assembling. 

The Pompton Iron Co., Paterson, N. J., $250,000; incor- 
porators: Fred Weller, H. M. Search and Arthur Search. 

The Henry Forge & Tool Co., Auburn, N. Y., $250,000. 
Incorporators: W. J. Henry, W. M. Henry and P. A. Henry. 

The Hart Parr Co., Kansas City, Mo., $2,500,000, machine 
shop; incorporators: C. W. Hart, C. H. Parr and C. D. Ellis. 

The Ironton Boiler Works, Inc., Ironton, Ohio, $50,000; 
incorporators: Patrick Meehan, James L. Meehan and others. 

The Kilby Pipe Co., Anniston, Ala. to manufacture soil 
pipe; incorporators: E. M. Kilby, C. A. Hamilton and Whit- 
field Clark. 

The Ackerman Rubber Co., Paterson, N. J., $250,000; in- 
corporators: Frank P. Ackerman, Levitha M. Sced and Wal- 
lace M. Seed. 

The National Auto Spring Lubricator Co., Boston, $100,- 
000; incorporators: William F. Rhoda, H. G. O’Connor and 
Charles H. Brown. 

Tohn A. Morgan Machinery Co., Seattle, Wash., $100,000; 
incorporators: Horace H. Guth, Lyons building, and A. C. 
and G. B. Routhe. 

The Burdorf Co., Louisville, Ky., $100,000, to sell electrical 
supplies; incorporators: Fred G. Burdorf, I. C. Burdorf and 
Edward G. Klemm. 

The Gilliam Mfg. Co., Camden, N. J., $250,000, to manufac- 
ture machinery; incorporators: F. R. Hansell, John A. Mac- 
peak and I. C. Clow. 

The Troy Trailer & Wagon Co., 29 S. La Salle street, 
Chicago, $350,000; incorporators: E. M. Blamkenheim, Walker 
Butler and Joseph F. Cervinka. 

The Taplet Mfg. Co., Philadelphia, $175,000, to make elec- 
trical devices; incorporators: Edward <A. Jenkins, Charles 
F. Jenkins and C. W. Merembeck. 

The Micro Machine Co., Davenport, Iowa, $75,000, to man- 
ufacture grinding machines; incorporators: J. W. Bettendorf, 
Edwin J. Bettendorf and Charles Grilk. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











PORTER’S BOLT CLIPPERS 


«“Easy’’, “New Easy’’, “‘Allen Randall’”’ 





BENEFITS THE BUYER 
BENEFITS THE DEALER 





30 YEARS EXPERIENCE 
30 YEARS ADVERTISING 


THE GOODS FOR WHICH THERE IS A DEMAND 


H. K. PORTER, Everett, Mass. 














STANLEY 


A Profitable Jobbing Belt 


A solid woven cotton belt of such serviceable quality that it holds 
its own in successful competition with every other type and make 
of belt. 

Our Jobbers recommend it without 
hesitation in most installations and 


STANLEY enjoy a growing repeat business. 





Investigate: Prices, discounts 
samples and literature on request. 


STANLEY, BELTING CORPORATION 
36 South Clinton Street, 
Chicage. Mlinois 














The No. 401 Champion 
Steel Rivet Forge 


ean be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge _ builders, boiler 
makers, etc. The No. 401 Forg: 
has not only been adopted by this 
class of trade in the United States 
hut also throughout the entire 
world. 

Carried in stock by all the lead 
ing mill supply jobbers 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 








“Quality 
Protects 


All Our 
Distributors 
Successfully 

Selling 


Reg. U. S. Pat. Off. 


OUR LINE INCLUDES 
Complete Welding, Cutting, Brazing, Lead Burn- 
ing and Decarbonizing equipments. Non-Ilash 
Torches, Gas Regulators, Acetylene Generators, : 
Cylinder Trucks, Welding Rods, Fluxes and Accessories 





Write for Torchweld Equipment Co. 
our Sales 
Proposition FULTON & CARPENTER STS., CHICAGO 





CONCO TROLLEYS 


Self-Equalizing 
Hyatt Equipped 
Built Right 
Priced Right 


It will pay you to carry them in stock. 





Ask for our Catalog illustrating Overhead Carrying Systems, Trolleys 
“ranes and Hoists. 


H. D. CONKEY & COMPANY 


Mendota, Dept. T. Illinois 


_— -—adceaialimaa PULLEYS 
Water and Oil Proof 


Manufactured by a new process. 
Superior in every way to all other 
Paper Pulleys. Will not fray at 
the edges. In all standard sizes 
from 1% inches up—special sizes 
furnished on short notice. 





Distrivuced through Mill Supply Houses. Ask for Folder. 


COMPOSITION WOOD PRODUCTS CO. 


10 South La Salle St., Chicago 








MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 


BOSTON, MASS. 














TOLMAN BRUSHES 


“‘Adjustable”’ 


pa nn dba 9 





THUMB NUT 


It is clearly a fact that our adjustable wire form sup 
ports the bristles, and therefore makes an altogethe: 
superior brush. Tolman Brushes outwear by far, 
ordinary brushes. 


Brushes for all classes of sweeping 


TOLMAN MFG. CO., MILWAUKEE, WIS. 





When writing to Advertisers please mention Minit Suprtits 






































W. C. Heimerdinger Co., Louisville, Ky., $150,000, metai- 
working; incorporators: W. C. Hiemerdinger and Edward 
White. 

The Essex Clipper & Tool Co., Newark, N. 
Incorporators: John F. Ryan, Peter Jessen 
Sheely. 

The Mercer Refining Co., Franklin, Pa., $75,000; incorpo- 
rators: Merrill B. Hastings, Wayne C. Hatsings and A. H. 
Tennent. 

The Lone Star Tool Co., Wichita Falls, Texas, 
incorporators: S. J. Fenton, W. R. Hammond 
Martlew. 

The Comfo Electric Iron Co., Glenridge, N. J., 
incorporators: D. Trevor Lewis, B. 
Amerman. 

__ The Wilmot Fleming Iron 
$50,000; incorporators: Wilmot 
Joseph K. Carr. 

Sam Schwartz Co., Inc., New Haven, Conn., $50,000, to 
deal in machinery; incorporators: Sam Schwartz, R. S. May 
and M. E. Bailey. 

The Manton-Gaulin Mfg. Co., Boston, $100,000, to 
machines. Incorporators: John W. Davies, M. F. 
Jesse W. Morton. 

The Merchantville Aluminum Brass Works, Camden, N. J., 
$100,000; incorporators: Anton Krazalkavics, Peter Bernacki 
and Andrew Raroba. 

The Sutwa Mfg. Co., New York, $100,000, to make hangers 
and other products; incorporators: M. G. Newman, D. M. 
Meyers and C. Weil. 

The Economy Heating 
$100,000. Incorporators: T. 
land and Carl O. Carley. 
Inc., Huntington, W 


J., $125,000. 
and Michael 


$350,000; 
and L. F. 


$150,000; 
M. Bancroft and Henry 


& Steel 
Fleming, 


Co., Philadelphia, 
Paul E. Good and 


build 


Davies and 


Appliance Co., Newark, N. J., 
B. Ferguson, Theodore Tetter- 
Carbocite, 


Va., $250,000, to manu- 


facture and refine coal by-products; incorporators: S. 
Hyman and R. D. Lamie. 

The Ideal Automatic Train Control Co., Dover, N. J., 
$1,000,000; incorporators: Marvin ©. Bridges, Albert F. Van 
Voorhees and I. Williard Farrow. 

The Watt Electrical Mfg. Co., Ltd., Winnipeg, Man., 
$500,000; incorporators: Wilford L. Kane, Percy ©O. La- 


thanque and Charles W. Chappell. 

The P. E. Welton Engineering Co., Akron, Ohio, $50,000; 
incorporators: P. E. Welton, W. C. Workman, H. E. Welton, 
George H. Wadsworth and E. R. Bond. 

The Somerton Foundries Corp., Philadelphia, incorporated 
under the laws of Delaware, $250,000; incorporators: M. F. 
Devine, S. R. Kerr and C. L. Hodgkiss. 


The Hassinger Gravimeter Corp., 82 West Washington 
street, Chicago, $175,000; incorporators: George Jay Kopp, 
\dolph T. Hassinger, and J. E. Meyer 

The Willey-Noyes Mfg. Co., Boston, $125,000, to mak« 
automobile appliances; incorporators: George H Willey, 


Edmund H. Noyes and H. G. O'Connor. 


The Globe Rubber Products Co., Cleveland, $50,000, to 
manufacture rubber specialties; incorporators: H. L. Indal 
Smith, M. L. Merchant and J. M. Whitford. 

The Red Diamond Chemical Co., Philadelphia, $100,000; 
incorporators: Samuel S. Sadtler, Stenton avenue, Philadel- 
phia, Charles C. Benton and Walter Moses. 

The Donnelly Dry Dock Co., New York, $250,000, to man- 
ufacture a newly perfected drydock; incorporators: W. T. 
Donnelly, N. E. Donnelly and D. W. Barnes. 

The Southern Yarn Conditioning Co., Winston-Salem, N. 
C., $200,000, to manufacture textile machinery; incorporators: 
A. A. Johnson, Spencer B. Hanes and others. 

Acme Brass & Metal Works, Inc., Waupaca, Wis., $75,000, 
to manufacture and deal in metal product; incorporators: 
Louis Larsen, B. C. Koepke and J. M. Braun. 

The Vulcan Radio & Electric Corp., 156 Broadway, New 
York, $100,000, to manufacture radio equipment; incorpora- 
tors: C. S. Ashley, P. R. Bassett and T. O. Hall. 

The Cropper-Kinney Auto Spring Co., Lebanon, Ohio, 
$50,000, to manufacture automobile springs; incorporators: 
George W. Cropper, S. W. Kinney and others. 
Creelmans, Ltd., Georgetown, Ont., $200,000, to manufac- 
ture knitting mill machinery; incorporators: Richard L. 
Creelman, C. E. Creelman and William B. Dilly. 


The Philip Meyer Mfg. Co., Racine, Wis., $25,CO0, to man- 
ufacture food choppers and other metal household devices, 
taking over the business of Philip and John Meyer. 

The Motorbloc Corp., Philadelphia, to manufacture motor 
driven chain hoists for factories and warehouses; incor- 
porators: W. A. Battey, W. C. Briggs and others. 

The Canada Fence Co., Ltd., Toronto, Can., $1,000,000, 
to manufacture wire, fencing and other wire products; incor- 
porators: Helen W. Currie, Vida I. Harris and others. 

The Wiley-Hughes Supply Co., Trenton, N. J., $125,000, 
to deal in engineers’ supplies; incorporators: Leroy Wiley, 
Fred W. Hughes and Joseph Ashton, Jr., all of Trenton. 

The Canfield Motor Sales Co., Inc., North Canaan, Conn., 
$50,000, to build machinery and automobiles; incorporators: 
E. S. Canfield, P. B. Canfield, A. S. Dinan and E. M. King. 

The Worcester Electric Tool Co., Worcester, Mass., 
$100,000, to manufacture electrical tools; incorporators: 
Howard P. Gleason, Axel G. Sandberg and Carl D. Wilder. 

The Hochstetter Research Laboratories Co., Dayton, Ohio, 
$100,000, for scientific research and manufacture; incorpora- 
tors: Frederick Hochstetter, Hubert Estabrook and Samuel 
L. Finn. 

The Prime Radio Corp., New York, $1,550,000, a consolida- 
tion of the Prima Radio Corp. and the Manufacturing Tool & 
Die Works; incorporators: William D. Puckrin, William 
Shilling and others. 

The Watertown Barn Equipment Co., Watertown, Wis., 
$50,000, to manufacture metal barn and stable fixtures, con- 
veyors and trolleys; incorporators: H. H. Drew, E. M 
Parsons and E. S. Ferris. 

The Lightning Sparker Mfg. Co., 4829 S. Kedzie avenue, 
Chicago, $100,000, to manufacture and deal in spark and igni- 
tion devices. Incorporators: Alonzo Howard, Charles G. 
Novak and Frank Corny. 

The Springfield Commercial Body Co., Springfield, Mass., 
$200,000, to make automobile bodies; incorporators: Charles 
B. Ring, L. Philip Smith and others. Mr. Ring will be presi- 
dent of the company and Mr. Smith treasurer. 


GENERAL NEWS FROM THE FIELD 

The Hartford Tap & Gauge Co., Hartford, Conn., has 
changed its name to the Hanson Tap & Gauge Co. 

The Stanton-Glaysher Co., 408 W. 34th street, New York, 
has been organized to sell plumbing and heating specialties 

Crane Co., Chicago, manufacturer of 
specialties, is building a new one-story 
Church street, Troy, N. Y 

The National Tube Co. plans to start steel construction 
soon on the new plant to be erected at Gary, Ind. The main 
mill building will be 1700x2000 feet. 

The Ohio Kennedy Co. has been incorporated with a cap- 
ital of $10,000 and will establish a plant at South Spring 
street, Springfield, Ohio, to manufacture blow torches 

The Leather Belting Exchange will have an exhibit at 
the national exposition of power and mechanical engineering 
at the Grand Central Palace, New York, December 7 to 13. 

The plant of the American Twist Drill & Tool Co., 2804 
W. Jefferson avenue, Detroit, was recently damaged by fire 
with an estimated loss of $240,000. The drill department 
was completely destroyed. 

The E. L. Essley Machinery Co., Chicago, dealer in ma- 
chinery and machine shop supplies, has acquired the former 
plant of the George W. Pyott Co., 1401 West North avenue, 
Chicago, and will use it as a warehouse. 

The Atlas Machinery & Supply Co. 
selting & Packing Co. plants at Birmingham, Ala., were 
recently damaged by fire. Both companies plan to re- 
establish their plants and instali new machinery. 

M. L. -Bailey, treasurer of the Union Mfg. Co., New 
Britain, Conn., manufacturer of chucks, died at his home in 
that city on Tuesday, September 26. He had been con- 
nected with the company since 1877 and has been treasurer 
since 1888. 

The Federal Machinery Sales Co., 14 N. Jefferson street, 
Chicago, dealer in metal machinery, has been appointed ex- 
clusive representative in Chicago territory for the Universal 
Grinding Machine Co. and the Fitchburg Grinding Machine 
Co., both of Fitchburg, Mass. 

The C. S. Roberts Co. has been organized by Charles S 
Roberts, formerly connected with the sales department of 


valves and steam 
factory branch on 


and the Interstate 







































































FIG. 73 for 200 Ibs. 
W. S. P. Fig. 16, Ex. Hy. 
for 300 lbs., W. S. P., 
550° total temp. 














pew aes” LUNKENHEIMER 


‘‘Renewo”’ Valves are ihe cli- 
max in the evolution of valve 
design from the old style soft 
seat valve for low pressures to 
the present day high pressure 
and temperature valve. 


The SEAT RING and DISC in 
‘“‘Renewo”’ Valves are made of 
Lunkenheimer Valve-nickel,—a 
material whose wear resisting 
qualities are well known to the 
trade. With the seating surfaces 
regrindable, and all parts, includ- 


ing the SEAT RING and DISC 


renewable, ‘‘Renewo”’ valves 
offer the user the highest degree 
of efficiency and economy in 
valve service. 


Sell your customers on the 
SERVICE ‘“Renewo” Valves 
give; the satisfaction and the 
economy resulting wherever they 
are installed. The results of 
your efforts will prove to you 
that it pays to CONCENTRATE 
ON LUNKENHEIMER PROD- 
UCTS. 





tHe LUNKENHEIMER ce. 


——_"" QUALITY" = 
LARGEST MANUFACTURERS OF 
HIGH GRADE ENGINEERING SPECIALTIES 
IN THE WORLD 
NEW YORK BOSTON 


cxicaco CINCINNATI.U.S.A. tonvon 


EXPORT DEPT. I29-135 LAFAYETTE ST., NEW YORK 








“America’s Best since 1862” 











When writing to Advertisers please mention Mitt Suppties. 






































the Bethlehem Steel Co., and will have its headquarters at 
Room 519, Machinery Hall, Chicago, engaging in the sale 
of steel products and metal specialties. 

Pierce, Butler & Pierce Manufacturing Corporation, New 
York, manufacturer of heating and plumbing supplies and 
jobbers of these lines with branches in several large cities, 
has recently disposed of an issue of $2,500,000 of first mort- 
gage 64 per cent sinking fund twenty-year gold bonds. 

Herbert C. Follinger, manager of the Chicago office, Chain 
3elt Co., Milwaukee, died of pneumonia at his home in 
Chicago on September 27. He was born in Fort Wayne, 
Ind., 66 years ago. He has been connected with the Chain 
3elt Co. since 1914, and has been Chicago manager since 
1916. 

Frank M. Brennan, recently connected with Wm. F. Ken- 
ney, Newark, N. J., dealer in plumbing specialties, and pre- 
viously connected with the Wolverine Mfg. Co. in Phila- 
delphia territory, has gone into business for himself at 495 
West 145th street, New York, as a dealer in plumbing spe- 
cialties. 

Metallo Gasket Co., New Brunswick, N. J., announces the 
opening of new general sales offices at 242 Lafayette street, 
New York City. A complete stock of the company’s producis 
will be carried. P. L. Rhodes, William A. Gormley, L. A. 
Ward and W. B. Goering will make their headquarters at 
the New York offices. 

The Murray Rubber Co., Trenton, N. J., recently organ- 
ized with a capital of $1,750,000 and 25,000 shares of common 
stock with no par value, has acquired the plant of the Empire 
Tire & Rubber Co., North Clinton and Mulberry streets. 
The officers of the new company are: C. Edward Murray, 
Jr., president; W. W. Pepper, vice-president and treasurer; 
Harvey R. Nason, secretary. 

The Black & Decker Mfg. Co., Baltimore, has declared 
a dividend of two per cent on its preferred stock for the 
third quarter of 1922. This makes a total of four dividends 
on this stock so far this year, making a total of eight per 


cent. There is a likelihood of another dividend before the 
end of the year. The company reports greatly increased 
sales. 


Fayette Nims, Hornell, N. Y., is now president and treas- 
urer of the Cronk & Carrier Mfg. Co., Elmira, N. Y., manu- 
facturer of pliers and hardware specialties. He recently 
acquired the entire holdings of the Carrier family, both C. F. 
Carrier and G. H. Carrier having retired because of ill 
health. Mr. Nims has been in the wholesale hardware busi- 
ness for 15 years. 


N. O. Nelson, founder of the N. O. Nelson Mfg. Co., St. 


Louis, died October 5 in Los Angeles after an illness of 
three weeks. He was born in Normandy in 1844 and came 
to this country with his parents at the age of two years. 


He spent his boyhood on a farm near St. Joseph, Mo. He 
founded the N. O. Nelson Mfg. Co. in 1877. He attracted 
national attention through his profit-sharing experiments. 


Lawrence Donahue, rolling mill superintendent of the 
Rockaway, N. J., plant of the International High Speed Steel 
Co., was instantly killed recently when a Lackawanna train 
collided with an automobile at a crossing adjacent to the 
company’s works. Mr. Donahue was 41 years old and has 
been connected with the steel business the greater part of 
his life, beginning with the Carpenter Steel Co., Reading, 
Pa. and remaining in the employ of that company for 12 
years. He had also been connected with the Crucible Steel 
Co. He entered the service of the International High Speed 
Steel Co. in 1916. William Ryan, chief blacksmith for the 
company, was also killed in the accident, while one other 
employe received severe injuries. A fourth member of the 
party escaped unharmed. 


The New England Iron and Hardware Association held 
its annual fall outing at the Tedesco Country Club, Swamp- 
scott, Mass., on September 19 with more than 100 members 
in attendance. A golf tournament was a feature event of 
the day. Myron B. Damon, Fitchburg Hardware Co., Fitch- 
burg, Mass., presided at the dinner. The speaker of the 
evening was Austin H. Decatur, Decatur & Hopkins Co., 
3oston, who is president of the national association of hard- 
ware jobbers. A. Perley Chase of Chase, Parker & Co., 
Soston, was awarded a large silver platter as prize for the 
best gross score at golf and also had his name engraved on 
the president’s cup. This latter must be won three times before 
it becomes the property of the contestant. Paul Avery of Avery 
& Saul, Boston, was awarded the Loomis cup for best net score. 


CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc. 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 





SALESMEN WANTED 

WANTED-—Salesmen to sell welding equipment and sup- 
plies as side line. Liberal commission. Superior Oxy- 
Acetylene Machine Co., Hamilton, Ohio. 

WANTED—Salesman of proven ability with large and 
favorable acquaintance with mill supply and hardware job- 
bing trade, desires to connect with a high class manufacturer 
by January 1, 1923. Can furnish A-1 references both as to 
character and selling ability. Address No. 734, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED--Salesmen to represent an old reliable con- 
cern, manufacturing a complete line of paints, enamels, var- 
nishes and mill whites. We give exclusive territory and 
complete co-operation. Will consider applications for full 
time or as a side line. Liberal commissions. Give full par- 
ticulars when writing. The Upco Company, Cleveland, Ohio. 
In business over forty years. 


SITUATIONS WANTED 


WANTED-—Sales executive desires change, 25 years’ ex- 
perience marketing mechanical lines, having 300 men under 
my direction, extremely successful building sales organiza- 
tion, promoting new lines and territory. Address B. R. J., 
187 Bryant St., Buffalo, N. Y. 

WANTED—Transmission engineer, thirteen years’ design- 
ing, construction, and executive experience with elevating, 
conveying, power transmission machinery, mill equipment. 
College man, American, and member A. S. M. E. Address 
No. 733, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 


























REPRESENTATIVES WANTED 


WANTED—Manufacturers’ agents to sell attractive line 
of master two-speed lifting jacks to mill and factory supply 
jobbing houses, exclusive territory. Liberal proposition. 
Address Master Jack Manufacturing Co., S. Lake Shore 
Road, Racine, Wis. 
FITTING BIN LABEL CARDS AND CARD HOLDERS 
















ILLUSTRATED BIN MARKERS 
For Mill, Mine and Plumbing Supplies, printed as shown 
above. Send for samples and prices, and free booklets: “How 
To Systematize The Store Room”; “Perpetual Inventories” ; 
“How To Cut The Costs Of Manufacturing By Standard- 
ization,” and “How To Keep Track of Tools.” Haddon Bin 
Label Co., Haddon Heights, N. J. 




















Babbitt Lined Bearings 
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QUALITY 


is a necessary considera- 
tion where _ protection 
against fire loss is in- 
volved. All Diener 
Products are produced 
with this idea in mind. 
This is only one of the S: 
many reasons for the 
large sale of Diener 
products to large indus- 
trial plants and the 
growing demand for 
them everywhere. 


GE “'F'D onc AN i) 
O.W.DIENER MFG C0.H}) 
~CHICAGO.U.S.A-_)II) 





“Protection” Approved Safety 
Non-Explosive Can 


and all other Diener Products are being sold easily by 


jobbers who wish to build business for permanence, 
because Diener reputation aids in their sale. 


We Want More Jobbers—-Now 


You will find it to your interest to investigate this line 
further. Write for catalog showing our complete line, 
price list, and any other desired information. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE., CHICAGO 


Are You Interested? 
te Poticy is one of Trade 


Protection, and as we do not sell 


the consuming trade, we can’t emphasize that 
fact too strongly. This business rightfully belongs to 
you, Mr. Jobber, and that is why we look upon you 
as the natural and most logical outlet of our 
Specialties. 


@ This policy may not be in accord 
with that of other manufacturers, yet 


we are gratified to know that it has the 
approval of every jobber and dealer who is selling 
our products 


@ Many of these concerns are the 
largest of their kind. Starting in a 


small way with a constantly growing demand, 
their sales today far exceed their expectations. 


@ You may have a friend among 
this number, in some other territory, 
who is selling our line, and whose experience 


might interest you. We can furnish names if you will 
only ask us. 


€ However, don’t procrastinate. 
Surely, you can see that your acquaint- 
ance, coupled with ours, must lead to Mutual 


Profit, so write us today and get the details of our 
agency proposition. 


The D. T. Williams Valve Company 
CINCINNATI, OHIO 











Electric 


Drill 


ONE-HAND- 





Weight, 3 Ibs. 
Capacity, 14 in. 
Westinghouse Motor 


You’re in Luck With a 
ONE-HAND-Y 


This is the opinion of thousands of satisfied 
users of this sturdy and remarkable little One- 
Hand-Y Electric Drill—that bores holes so 
quickly, easily and accurately in wood or metal 
and without tiring the operator. 


Runs on direct or alternating current at 900 
R.P.M. It is a compact, serviceable electric 
drill for light work—saves time and labor— 
and sells at a very reasonable price. Write 
direct to 


Knight Engineering & Sales Company 
30 W. Walton Place, Chicago 210 W. Seventh St., Los Angeles 








MYERS 


Self-Oiling 


Deep Well Working Heads 


Different in design, different in construction, they offer 
different pumping service from old type working heads. 
The elimination of exposed gears 
and other working parts, a positive 
self-lubricating system, improved 
method of power application, in- 
creased capacity, are features of 
merit that compel 
the attention of 


anyone who 1s inter- 
ested in power pumping 
equipment. MYERS 
SELF-OILING POWER 
PUMPS for shallow 


























pumping have all the Other 
above features, and Myers 
their successful opera- Products 
tion under many condi- 
tions prove their real za 
worth as economical Pumps 
pumpers of water for 
Every 
Purpose 





Hay Tools 
Door Hangers 
a 


If you are not 
already acquainted 
with Myers Self-Oil- 
ing Power Pumps, 
and desire informa- 
tion and literature, 
without obligation 
to purchase, write 
us for it. 


The 
F. E. MYERS & 
BRO. CO. 
Ashland, Ohio 
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ACCESSORIES, AUTOMOBILE BELTING, LEATHER BOLTS, SPRING 
Detroit Brass & Malleable Works Chicago Belting Co. Ferry Cap and Set Screw Co 
General Asbestos & Rubber Co. Chicago Rawhide Mfg. Co. ACKETS r 
The Lunkenheimer (Co tlide, Leather & Belting Co. ' a BEES, WALL 
The Wm, Powell Co. Edward R. Ladew Co., Inc pagar —— & tage ge ine 
ai — Chas. A. Schieren Co. . A. Jones Foundry & Machine Co. 
APRONS, LEATHER “Shield’—McCauley Belting Co. The Medart Company 
Chicago Belting Co “Sterling’—Chas. Bond & Co., Philadelphia BRAKE LINING 
Chicago Rawhide Mfg. Co. 1. B. Williams & Sons General Asbest & Rubber Cc 
me “Ve sbes os 4 . per sO. 
ARBORS AND MANDRELS BELTING, LINK BRASS GOODS, STEAM 
The Whitman & Barnes Mfg. Co H. W. Caldwell & Son Co American Injector Co 
ASBESTOS MATERIALS Chas. A. Schieren Co Crane Co. — 
General Asbestos & Rubber Co. BELTING, ROUND oe Brass & Malleable Works 
BABBITT LINED BEARINGS Chicago Belting Co. ee 
Chicago Rawhide Mfg. Co. re “tng : . 
Johnson Bronze Company Neue “Nonte gages Belting Co a Manufacturing Co 
pa es a The Wm. Powell Co. 
BABBITT METALS Chas. A. Schieren Co. Minit i am : ——- 
ee ene : I. B. Williams & Sons Sterling & Skinner Mfg. Co. 
Dodge Sales & Engineering Co. The D. T. Williams Valve Co 
W. A. Jones Foundry & Machine Co. BELTING, RUBBER BRONZE 
The Medart Company Diamond Rubber Co., Ine. Johnson B c eit ia 
- Je s« r Ze F 
BALLS, STEEL, BRASS, BRONZE, ALUMI- New York Belting & Packing Co. = pertinent ten tel a 
NUM, MONEL AND BELL METAL, BELTIN( THRESHER tiie nie Ss NGS A? ) ARS 
SOLID AND HOLLOW alii 


Johnson Bronze Company 
Gandy Belting Co. I : 








Hoover Steel Ball Co New York Belting & Packing Co ete ots gg Mart 

BARRELS, TUMBLING I. B. Williams & Sons : geaicss rp. 

Victor Balata & Textile Belting Co BROOMS, FACTORY, WAREHOUSE AND 

Royersford Foundry & Machine Co. x RAILROAD 

BEARINGS. BRONEE BELTING, TRACTOR a pee... om - 

= —— ee mee oe re a m ar ndianapolis Brush & Broom Mfg. Co 

Johnson Bronze Company Victor Balata & Textile Belting Co Long Island Broom Works 
Sherwood Manufacturing (Co. BELTING, TWISTED Tolman Mfg. Co. 
Stewart Manufacturing Corp. Chicago Rawhide Mfg. Co. BROOMS, STREET AND PLATFORM 

BEARINGS, ROLLER BELTING, WATERPROOF Long Island Broom Works 
a at ae cee Chicago Belting Co. BRUSHES, BENCH, FLOOR, ETC. 
“The Reeves’’—Reeves Pulley Co. Chicago Rawhile Mfg. Co indiana eee : : 2 
mene its > ca ac ao é vé . . . anapolis Brush & Broom Mfg. Co 
Royersford Foundry & Machine Co. Gandy Belting Company Long Island Broom Works 

BEARINGS, SHAFT Hide, Leather & Belting Co Tolman Mfg. (Co. 
Anti-Friction Products Co, — Pe ees Belting Co. BRUSHES, PAINT 
Bond Foundry & Engineering Co. a a toa apt : » Tats ‘ CE 
Dodge Sales & Engineering Co. Turtle ——Edward R, Ladew Co., Ind Long Island Erasen Works 
The Hill Clutch Co. on ae a Ge ini Os BUCKETS, ELEVATOR 
W. A. Jones Foundry & Machine Co, eo ee icin ee H. W. Caldwell & Son Co. 
The Medart Company BELTS, WELL DRILLING W. A. Jones Fdy. & Machine Co 
Royersford Foundry & Machine Co Victor Balata & Textile Belting Co. “Salem'’—Mullins Body Corporation 
T. B. Wood’s Sons Co aren : ’ ae CABINETS. TOOT 

BEARINGS, SHAFT, BALL BENCHES (WORK), JEWELERS a me es : 

; Leiman Bros he Whitman & Barnes Mfg. Co. 
Anti-Friction Products Co. . “ ne . , y 
Chicago Pulley & Shafting Co BENCH LEGS utilis Pes soy 3 se ROPE 

i nspo ire Lope 0. 
SLT SSSING W. A, Jones Foundry & Machine Co. ‘ : 

BELT DRI ING Standen Awd cand Steel Oa CANS, EXCELSIOR 
‘“Beltex’’—Chicago Belting Co. oe se set as Geo. W. Diener Mfg. Co 
Chicago Rawhide Mfg. Co. BENCH STOPS . : Ley 2 ; ; 
Gandy Belting Co., The Chas. Morrill : CANS, _OTLY WASTE 
Joseph Dixon Crucible Co BENDERS, PIPE Geo. W, Diener Mf Co. 
Jobbers Mfg. Co. M. B. Skinner Co: CANS, SAFETY, GASOLINE 
ee Mfg. Co., Ine BITS, AUGER AND EXPANSIVE Geo. W. Diener Mfg. Co 
ae ee en ie hc ites The Whitman & Barnes Mfg, Co CAR-MOVERS 

BELT FASTENERS BLOCKS, CHAIN Appleton Car-Mover Co 
Detroit Belt Lacer Co. Wright Mfg. Co. CARS, INDUSTRIAL 
Flexible Steel Lacing ke 6 BLOCKS, PILLOW H. D. Conkey & Company 
me —— Seem, LEATHER Bond Foundry & Machine Co CASING. WELL 
, Roane Rawhia ME meee nay 4 * oe rma Ar National Tube Co. 
Chicago Rawhide Mfg. Co. Dodge Sales & Engineering Co. “ ae tala = 
“Cocheco”’—Il. B. Williams & Sons W. A. Jones Foundry & Machine Co. CASTINGS, “awe AND 

—_ rena _ . The Medart Company aaa fhanbanciabintle 
, rg LACINGS, METALEK The Carlyle Johnson Machine Co. Sherwood Manufacturing Company 
etroit Belt Lacer Co Royersford Foundry & Machine Co ACrTERS T ‘K 
Flexible Steel Lacing Co Standard Pressed Steel Co. . Cam ae, oes 
BELT TIGHTENERS T. B. Wood's Sons Co. Bond Foundry & Machine Co. 

. . : : . BLOWERS CASTINGS, GRAY AND MALLEABLE 
Dodge Sales & Engineering Co. y 7 : : PORE 
The Hill Clutch Co. Champion Blower & Forge Co Detroit Brass & Malleable Works 
W. A. Jones Foundry & Machine Co Leiman Bros sat _oee Iron Co. 

The Medart Company BLOWERS. FLUE Sherwoor Manufacturing Co 
T. B. Wood’s Sons Co . ” ’ wee ae : SUPPL 7 
BELTING. BALATA Sherwood Manufacturing Co. Bree picina tt ~ HOUSE 
nes ies J eo “i = y " , Cuneo-Henneberry Servic Oo. 
Victor Balata & Textile Belting Co , t stg ve Miche —a R. R. Donnelley & Sons Co. 
nitec states Khiectric oo Oo ’ 0 ‘ nbeck ‘rawfore . 

BELTING, CANVAS STITCHED BLOWERS, SANDBLAST Wynkoop ceri nbe } : r sia hrbid i Co. 
“Gandy’—The Gandy Belting Co. reciainae Brea. , = CEMENT, LEATHER BELT 
Victor Balata & Textile Belting Co : ° - laa ’ Chicago Belting Co. 

BELTING, CONVEYOR : BOARDS, FRICTION, GASKET, ETC. Chicago Rawhide Mfg. Co. 
pomreahens . ‘ . B. Hewitt & Bros., Inc. Cocheco—I. B. Williams & Sons 
The Diamond Rubber Co., In« BOLT CUTTERS Chas. A. Schieren Co. 
Gandy Belting Co. H. K. Porter—“‘Easy,.” “New Easy,” “Allen- . : : s 
New York Belting & Packing Co Randall.” 2 HAIN BELT: 
Stanley Belting Corporation = . _ . H. W, Caldwell & Son Co. 
Victor Balata & Textile Belting Co BOLTS, CONNECTING ROD Ww. A. Jones Foundry & Machine Co 


Ferry Cap and Set Screw Co. 


BELTING, COTTON, SOLID WOVEN BOLTS, KING 


CHUCKS, DRILL 











Stanley Belting Corporation Ferry Cap and Set Screw Co. Skinner Chuck Company 
Tie salatz & Textile Belting Co. ae: 7 -_ ony . 'CKS 
Victor : ul ata & vine me - ns ’ _ BOLTS, NUTS AND SCREWS CHUCKS, LATHE 
BELTING, IMPREGNATED, BLACK The National Acme Company Skinner Chuck Company 
Gandy Belting Company Standard Pressed Steel Co “Sweetland’’—The Hoggson & Pettis Mfg. Co. 
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KILL QUPPLIES 





CLAMPS, BELT The Hill Clutch Co. McRae & Roberts Co. 
The Hoggson & Pettis Mfg. Co. The Medart Company f The Pickering Governor Co. 
T. B. Wood's Sons Co. Royersford Foundry & Machine Co. The Wm. Powell Co. 
CLAMPS, “C” > edge ig . Co. Sherwood Manufacturing Co. 
Standarc resse Stee ») Tilig 3 Talve ( 
Armstrong Bros. Tool Co. Tv. B. "Siuadha mene i 0. B.S. pena coe einai 
. = 2 : . vom i a is 
CLAMPS, PIPE AND PIPE JOINT COUPLINGS, SHAFT, FLEXIBLE : E} Go E nA 
M. B. Skinner & Co. Birkle Machine Works The John Steptoe Company 
CLEANERS, CLOSET BOWL Bond Foundry & Machine Co. ENGINES, HOISTING 
Hercules Chemical Co., Inc hs A. Jones Foundry & Machine Co. Somers, Fitler & Todd Co. 
z “ sie z . B. Wood's Sons Co. “wwe hk . r 
CLEANERS, SEWER AND DRAIN PIPE, aoe aay : EXPANDERS, TUBE 
CHEMICAL COUPLINGS, SHAFT, FRICTION CUT-OFF Ajax Mfg. Co. 
a eee ee - : The Carlyle Johnson Machine Co. u JGUISHERS , 
Hercules Chemical Co., Ine. Edgemont Machine Co., The . ; acnaigge tg _— , FIRE 
CLEANERS, SEWER AND DRAIN PIPE, The Hill Clutch Co. Geo. W. Diener Mfg. Co, 
MECHANICAL W. A. Jones Foundry & Machine Co. FASTENERS, BELT 
Hercules Chemical Co., Ine. The Medart Company Flexible Steel Lacing Co. 
CLIPPERS, BOLT F. DB, Weed's Sons Co. FEED WATER SOFTENER AND PURIFIER 
H. K. Porter CRANES, HAND POWER AND ELECTRIC Podge Sales & Engineering Co. 
CLOSETS, FROST PROOF H. D. Conkey & Company FILES 
Jos. A. Vogel Co. : CROW BARS American Swiss File & Tool Co. (Precision, 
CLUTCHES, FRICTION The Warren Tool & Forge Co. diemakers’, toolmakers’, jewelers’, machin- 
Bond Foundry & Machine Co. CUP LEATHERS ists’.) sencein 
H. W. Caldwell & Son Co. Chicago Belting Co. Delta File Works ; ae 
Chicago Pulley & Shafting Co. Chicago Rawhide Mfg. Co. FIRE PREVENTING EQUIPMENT—UNDER- 
Dodge Sales & Engineering Co. CUPS, OIL AND GREASE WRITERS’ APPROVED 
Edgemont Machine Co., The , wathiaes tantar C Geo. W. Diener Mfg. Co. 
The Hill Clutch C American Injector Co. : : 
“Lemiey"— W. , nN Jones Fdy. & Mach. Co isrea nf cee FIRE FIGHTING DEVICES—UNDER- 
The Medart Company — sa “Detroit Lubricator Co. WRITERS’ APPROVED 
= ~ art MpaAny The Lunkenheimer Co. . - his re 
The Moore & White Co. The Wm. Powell Co Geo. W. Diener Mfg. Co. 
Pr Reeves’ i Reeves Pulley Co. Sherwood Manufacturing Company FITTINGS, GAS FIXTURE 
I Wood's Sons Co. Db. T. Williams Valve Co. Detroit Brass & Malleable Works 
_ COCKS, ATR CUPS, PRIMING FITTINGS, PIPE, MALLEABLE 
American Injector Co. The Lunkenheimer Co. Crane Co. 
Crane Co. a : . Detroit Brass & Malleable Works 
: 5 se eit CUTTERS, BOLT, RIVET AND WIRE ere 
Detroit Brass & Malleable Works eee : Illinois Malleable Iron Co. 
The Lunkenheimer Co. H. . band _— 7 Walworth Mfg. Co. 
McRae & Roberts Co. ‘UTTERS, GASKET AND WASHER x : IDs 
The Wm. Powell Co. M. B. Skinner Co. hago ae 
‘he Ster ry & Sk or Po . : Bond Foundry & Machine Co. 
The Sterling & Skinner Mfg. Co. wp . Pp =. Pe ges : a 
The D. T. Williams Valve Co CUTTERS, PIPE Dodge Sales & Engineering Co. 
_ COCKS, BALI Toledo Pipe Threading Machine Co. The Hill Clutch Co. 
‘OCKS, BALL ‘TTEERG of . " ae 3s F ry achine Co, 
D it Lubric: . @ CUTTERS, STORAGE BATTERY w. * — ; ia Machine Co 
—— 4u ricator ‘0. H. K. Porter The Mec art ta dr 
McRae & Koberts Co. Z ae T. B. Wood's Sons Co. 
The Sterling & Skinner Mfg. Co. CUTTING DIES FOR LEATHER, PAPER AND FLUX, SOLDERING 
’ ‘KS ' > A" ‘i ” hi ‘ . 2 
Crar c Coo, Coronas The Hoggson & Pettis Mfg. Co. Chicago Solder Co. i 
ane o. * . - eer * . 7 i. , V4 cLS ‘AS dy 
The Lunkenheimer Co. CYLINDERS, WATER, AIR OR GAS FLY WHEELS, (¢ AST IRO 
The Wm. Powell Co. National Tube Co. Dodge Sales ~a Engineering Co. 
COCKS, GAGE CYLINDERS, W ATER, BRASS AND BRASS w. Pegg Begg Be & Machine Co. 
American Injector Co. = " . : LINED The Medart Company 
Crane Co. F. E, Myers & Bro. Co. T. B. Wood's Sons Co. 
Detroit Brass & Malleable Works DIES, BOLT THREADING FORGES, BLACKSMITH 
Jenkins Bros. The National Acme Company ae ey z 
1 Acm mpany ' TA fies: ¢ 
The Lunkenheimer Co. _ sos . inte eee ae ? Champion Blower & Forge Co. 
“Ohio"—The Ohio Brass Co. SE, BRASS ANS SS, SETERENG AND FORGES, RIVET 
The Wm. Powell Co. The eat erage aay Champion Blower & Forge Co. 
Sherwood Manufacturing Company The Hoggson & Pettis Mfg. Co. 7 ee = 
The D. T. Williams Valve Co. DIES, PIPE THREADING FRAMES, WALL 
COCKS, STEAM AND SERVICE The Oster Mfg. Co. ee Fe 
Crane Co Toledo Pipe Threading Machine Co. Dodge Sales & maannoreine t 0. ‘ 
Detroit Brass & Malleable Works DOGS, LATHE tae 
The Lunkenheimer Co. Armstrong Bros. Tool Co. T B. Wanarn pees Co 
McRae & Roberts Co. es ° a s s a 
The Wm. Powell Co. iii Miia es es FRICTION BOARD 
Walworth Mfg. Co. ‘i MUnen & pipette Mtg oe «c. B. Hewitt & Bros., Inc. 
The D, T. Williams Valve Co. DRILLING POSTS FRICTION CLUTCHES 
COLLARS, SHAFT Armstrong Bros. Tool Co. (See “Clutches, Friction") 
Bond Foundry & Machine Co. DRILL STANDS FRICTIONS, PAPER COMPOSITION 
a nage nage 5 + eater ~~ The satan Pag alg Composition Wood Products Co. 
The Hill Clutch Co. The Whitman & Barnes Mfg. Co FURNACES, SOLDERING 
W. A. Jones Foundry & Machine Co. peer ‘ ie ’. Diener Mfg. Co. 
The Medart Compaay ous DRILLS, CENTER pacing ara : at WATER 
Royersford Foundry & Machine Co. The Whitman & Barnes Mfg. Co. ee a 3 
See Eee Mask Ce. DRILLS, ELECTRIC eee 
Pe. See Poe ae The Black & Decker Mfg. Co. Detroit Brass & Malleable Works 
COMPOUND, PIPE JOINT Jas. Clark, Jr., Electric Co, Patwatt. Gadirieater Co: 
Joseph Dixon Crucible Co. Knight Engineering & Sales Co. The Lunkenheimer Co. 
Superior Flake Graphite Co. S. Electrical Tool Co, McRae & Roberts Co. 
COMPRESSORS, AIR, ELECTRIC DRILLS, HIGH SPEED ce ee en 
The Black & Decker Mfg. Co. The Whitman & Barnes Mfg. Co. The a apr ge Co. 
‘OPPERS, § 2RING DRILLS, POST rhe Wm. Fowell Co. = 
COPPERS, SOLDERING C1 : BI & F 7 Sterling & Skinner Mfg. Co. 
‘ om Solder ° lampion ower “4 Forge oO. - hie » 
Chicago Sold r ( oO. : The Crescent Machine Co. j GASKET BOARD 
COUNTER BOARD DRILLS, RATCHET Cc. B. Hewitt & Bros., Inc. 
eee anes F- te age _ The Armstrong Bros. Tool Co, ‘ ge mara ‘ 
OUNTERBORES The Whitman & Barnes Mfg. Co. potters seme & Rubber Co. 
The Whitman & Barnes Mfg. Co. DRILLS, TWIST Jenkins ros. 
ALS, : Jew Yor ‘Itine ackine C 
COUNTERSHAFTS Whitman & Barnes Mfg. Co. a ee ee oe eee mae 
creas ig Shafting Co. DRIVES, POWER a. W. Calawell & preacage ni 
Ldgemont Mac e Co, > . . Sees socalled es ee - e - Us : a " 
T. "Weeks tess a The The Toledo Pipe Threading Machine Co. Dodge Sales & Engineering Co. 
rene Sa! fa DRUMS, CAST TRON W. A. Jones Foundry & Machine Co. 
COUNTERSHAFTS, SMALL W. A. Jones Foundry & Machine Co. The Medart Company 
Birkle Machine Works The Medart Company GEARS, RAWHIDE 
COUNTERSINKS T. B. Wood's Sons Co. Chicago Rawhide Mfg. Co. 
The Whitman & Barnes Mfg. Co DRUMS, STEEL RIM W. A. Jones Foundry & Machine Co. 
{fg . 
COUPLINGS, HOSE The Medart Company GLASSES, GAGE 
Schlangen Bros. Co. ’ EJECTORS The Libbey Glass Mfg. Co. 
COUPLINGS, MOTOR American Injector Co. GLUE 
jirkle Machine Works Sherwood Manufacturing Company Cc. B, Hewitt & Bros., Inc. 
Bond Foundry & Machine Co. ELIMINATORS, OIL -OVERN ane fy ‘ 7 — ae 
W. A. Jones Foundry & Machine Co. The D. T. Williams Valve Co. GOVERNORS, eS AND GASOLINE 
T t @ rq: ar “4 7 Ae i bo arn : . pe : sat 
iia weisee ak Eee SuAre ENGINE AND BOILER FITTINGS The Pickering Governor Co., Portland, Conn. 
cago ley yr SNA ng 0. rice to » . - - 
Dodge Sales & pe tc Co + ete —— j bay omg FOR ALL PURPOSES 
W. A. : es F ry & achine C en ok : ae Joseph Dixon Crucible Co. 
. A. Jones Foundry & Machine Co. The Lunkenheimer Co. Superior Flake Graphite Co, 
84 
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PMLL, GUPPLIES 








Dodge Pressed Steel Hanger 





‘There is a practical 
hanger” 


That is the verdict of experienced mill- 
wrights everywhere. 


Practical men appreciate practical design 
and sturdy construction — these important 
features are carried out in the highest de- 
eree in the Dodge steel hanger. 


Light—strong—safe—easy to erect—un- 
breakable—low priced. Every point of ut- 
most importance to the buyer and to you as 
a dealer. 





Add the assurance of quality and service 
that the name Dodge has given to power 
users for over forty years and you will de- 
cide to investigate our dealer’s proposition. 
It means volume sales, steady substantial 
profits and satisfied customers. 


Write for it today. 





Power Transmission Machinery 


Everything for the mechan- 


ical transmission of power. | re ' 
Dodge Sales and Engineering Company) ‘=: 


General Offices: Mishawaka, Ind. Works: Mishawaka, Ind. and Oneida,NV)  yinesps 


Minneapolis 


St. Louis 
Power Transmission Machinery-Elevating and Conveying Equipment-Heavy Oil Engines — 
San Francisco 
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GREASE, LUBRICATING 
Adam Cook's Sons 
Bond Foundry & Machine Co ‘Bondeline” 


Joseph Dixon Crucible Co 
Royersford Foundry & Machine Co. 
Superior Flake Graphite Co 
GRINDERS, BENCH AND FLOOK 

The VU, S. Electric Tool Co 

GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co 
Jas. Clark, Jr., Electric Co 


{ S. Electrical Tool Co 
GRINDERS, POWER 
H. D. Conkey & Company 


GRINDERS, TOOL, ROLLER BEARING 
Chicago Pulley & Shafting Co 


GRINDERS, VALVE 
The Black & Decker Mfg. Co 
GUARDs, ELECTRIC LAMP 
Flexible Steel Lacing Co 
GUNs, OIL AND GREASE 


Bond Foundry & Machine Co 
Royersford Foundry & Machine Ceo 


HAMMERS, HAND 

*he Warren Tool & Forge Co 
HANGERS, DOOR 

I E. Myers & Bro, Co 
HANGERS, PIPE 

Ball Joint The Penn Engineering Co 


HANGERS, SHAFT 
Bond Foundry & Macl Co 
Chicago Pulley & 8 f 
Dodge Sales & Engineering Co 
The Hill Clutch Co 
W. A. Jones Foundry & Machine Co 
The Medart Company 
Royersford Foundry & 





Standard Pressed Steel Co 
T. B. Wood's Sons Co 

HARD FIBRE 
( B Hewitt & Bros., Inc 

HOISTs, CHAIN 
Wright Mfg. Co 

HOISTS, ELECTRIC 

H. D. Conkey & Company 


HOLDERS, TOO! 


Armstrong Bros, Tool (Co 
HOOKS, BEL! 
Flexible Steel Lacing Co 
HOSE FIPTINGS 
Schlangen Bros. Co 


HOSE, COTTON 
} Co Ime 
Iting & Packing ("¢ 


HOSE, FIRE 





Diamond Rubber Co I 
New York Belting & Packing Co 
HOSE, KUBBER 


Rubber Co Inc 
Belting & Packing Co 
HOSE, STEAM 
Diamond Rubber Co., In¢ 
New York Belting & Packing (‘o 
HYDRAULIC LEATHER 


Rawhide Mfg. (¢* 


Diamond 
New York 


Chicago 






Chas. A. Schieren Co 
INDEX CENTERS 
The John Stepto Company 
INJECTORS 
Americar ctor Co 


The Lunkenhein 
Sherwood Manufacturing Coripany 
The Wn Powell Co 

INSULATING BOARD 
Hewitt & Bros., Ine 
LABELS, 

Haddon Bin Label Co 
LACE LEATHER 


BIN 


r ago Belting e 
‘hicage Rawhid Mfg Co 
Chas. A. Schieren Co 
fr B. Williams & Sons 
LACING, BELT, METALLIC 
troit Belt Lacer Co 
exible Stee Lacing Co 
LAMP GUARDs 
exible Stee Lacing Co 





ATHER BELTING 
(See ‘“‘Belting, Leather’) 
LATHES, ENGINE 
fhe John Steptoe Co 
LATHES, SPEED 
Leiman Bros 
LEAD 
weld Equipment Co 


Oxweld Acetylene Co 


BURNING EQUIPMENT 


LEATHER BOARD 
PB. H tt & Bros Ine 
LEATHER SPECIALTIES 
I ge Belting Co 
‘thicago Rawhide Mfg. Co 
LEATHERS, HAND 
Lg € Belting Co 
ge Fz hid Mfg. Co 








MULL QUPPLUES 





LEGS, BENCH 
WwW. A Foundry & Machine Co 
Standard Steel Co. 


LETTERS AND FIGURES, STEEL 


Jones 


Pressed 


The Hoggson & Pettis Mfg. Co. 
LIQUID SOAP DISPENSERS 
‘has. Morrill 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 


ltoyersford Foundry & Machine Co 


LUBRICATORS 
American Injector Co 
Detroit Lubricator Co, 
Che Lunkenheimer Co 
McRae & Roberts Co 
The Pickering Governor Co 
The Win. Powell Co. 
Sherwood Manufacturing Company 
The I. T. Williams Valve Co, 
MACHINE TOOLS 
Todd Co 
Company 
MACHINERY CLUTCHES 
The Carlyle Johnson Machine Co 
Chicago Pulley & Shafting Co. 
Sales & Engineering Co 
Machine Co., Ine 
Clutch Co, 
Machine Co 


Fitler «& 
The John Steptoc 


Souiers, 


lbodge 
he ‘mont 
The Hill 
Foundry & 


Jones 


T. B. Wood's Sons Co 
MACHINES, CLEANING, METAL PARTS 
The Black & Decker Mfg, Co 
MACHINERY, COAL HANDLING 


Sales & Engineering Co 
MACHINERY, CONVEYING AND ELEVATING 
H. W. Caldwell & Son Co. 
lbodge Sales & Engineering Co 
The Hill Clutch Co 
W A. Jones Foundry & Machine Co, 
MACHINES, GRINDING AND POLISHING 
Jas. Clark, J1 Electric Co. 
Royersford Foundry & Machine © 
United States Electric Tool Co 
MACHINES, MARKING 
The Hoggson & Pettis Mfg. Co 
MACHINES, PIPE CUTTING 
THREADING 
The Oster Mfg, Co 
Toledo Pipe Threading Machine (Co, 
MACHINES, PUNCHING AND SHEARING 
Foundry & Machine Co. 
MACHINES, WOOD BORING 
Mig. (Co 
MACHINERY, WOODWORKING 
The (re Machine Co 
Somers, Fitler & Todd Co 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mtg. Co 
MATS AND MATTING, 
Diamond Rubber Co., Ine 
New York Belting & Packing Co 


MERCHANDISE CONVEYORS 


lodge 


» 


AND 


Royersford 
Ajax 


scent 


RUBBER 


1 iE. Myers & Bro. Co 
METAL, BEARING 
lodge Sales & Engineering Co. 


The Medart Company 
Reeves Pulley Co 
Stewart Manufacturing Corp. 
MILL BRONZE 
J Bronze Company 
MILL LEATHERS, ALL 
Philadelphia 
(‘thicago Belting Co 
The Chicago Rawhide 
(has. A. Schieren Co 
MILE. SUPPLIES 
Fitler & Todd Co 
MILE SUPPLY CATALOGS 
(‘uneo-Henneberry Service Co, 
Rk. RR. Donnelley & 
Wynkoop Hallenbeck Crawford Co 
MILLING MACHINES 
Steptoe Company 
MOTORS, AUTOMOBILE 
Pulley Co 
MOTORS AND DYNAMOS 
is. Clark, Jr., Electric Co 
MOVERS, CAR 
Appleton Car-Mover Co, 
MULE STANDS 


obnson 
KINDS 


(‘has Bond Co 


Mfg. Co 


Somers, 


Sons Co 


The John 


Reeves 


Bond Foundry & Machine Co 
Dodge Sales & Engineering Co, 
W A. Jones Foundry & Machine (Co. 
The Medart Company 
ey R Wood's Sons Co 

NAIL PULLERS 
(‘has Mort 

NAME PLATES 
The Hoggson & Pettis Mfg. Co 

NOZZLES, HOSE 
Schilangen Bros, Co 


NUTS AND SCREWS 
The National Acme Co, 
NUTS, THUMB 
Products Corp. 
OIL WELL ACCESSORIES 
Powell Co. 
OLLING 
American, Injector Co 
(rane Co, 
The Lunkenheimer Co. 
The Wm. Powell Co. 
Sherwood Manufacturing Company 
The Db. T. Williams Valve Co. 
PACKING, AMMONIA 
Rubber Co., Inc, 


Victor 


The Wm, 
DEVICES 


Diamond 


New York Belting & Packing Co. 
PACKING, HYDRAULIC 


Chicago 
Diamond 
General Asbestos & 
New York Belting & 
PACKING, 
Belting Co. 
Rawhide Mtg. Co 
Schieren Co. 
PACKING, PISTON 
Rubber Co., Ine. 
Asbestos & Rubber Co. 
PACKING, RING 
bbiamond Rubber Co., Inc. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co. 
PACKING, RUBBER 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co. 
PACKING, SHEET 
lbiamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
“Jenkins °96'’——Jenkins Bros. 
New York Belting & Packing Co 
PACKING, VALVE STEM 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
New York Belting & Packing Co 
PAINT, SILICA-GRAPHITE 
Dixon Crucible Co 
Flake Graphite Co. 


Rawhide Mfg. Co. 
Rubber Co., Inc. 
Rubber Co. 
Packing Co. 
LEATHER 
Chicago 
Chicago 
Chas. A, 


Diamond 
General 


Joseph 
Superior 


PAPER 
(. KB, Hewitt & Bros., Ine. 
PASTE, SOLDERING 
Chicago Solder Co. 
PEGS OR PINS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
PICKS 


The Warren Tool & Forge Co. 


PIPE CLAMPS 


M. B. Skinner Co, “Emergency” 
PIPE SADDLES 
M. B. Skinner Co, “Skinner” 


PIPE THREADING TOOLS 
Crane Co, 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
PIPE, STEEL 
National Tube Co. 
Crane Co. 
PIPE, WROUGHT IRON 
-Crane Co. 
Somers, Fitler & Todd Co. 
PLATES, BASE 
Foundry & Machine Co. 
Sales & Engineering Co. 
PLATES, FLOOR AND CEILING 
Crane Co. 
The Penn Engineering Co. 
PLUGS, BRASS AND FUSIBLE 
American 
The Wm. 


Bond 
lodge 


Injector Co. 
Powell Co. 
Sherwood Manufacturing Company 
The D. T. Williams Valve Co. 
POLES, TUBULAR STEEL 

National Tube Company 

POWER TRANSMISSION APPLIANCES 
sond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co 
Edgemont Machine Co., The 
The Carlyle Johnson Machine Co. 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
standard Pressed Steel Co. 
B. Wood's Sons Co. 
PRESS BOARD 


Bros., Ine. 








«. B. Hewitt & 
PRESSES, DRILL, JEWELERS’ SENSITIVE 


Leiman Bros 
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$400.00 
= = | 450.00 


With Quick Change Gear 
Box $85.00 Additional 


Send for complete catalogue of our line of Shapers, 
Millers and Lathes 


<atisty your customers Lhe John Steptoe Co., Cincinnati, Ohio “ty ss Years Ci experience 


by 75 years of experience 














THE JOHNSON FRICTION CLUTCH 


AS USED ON A 


*“NEW’”’ 


Semi-Automatic Two-Way Boring Machine 


A Single Johnson Friction Clutch, when engaged and disengaged by a 
cam, Starts and stops the feed of the multiple heads. 








Cluteh used with worm and worm gear at the middle of the shaft at the 
rear of the machine. 


Engaged manually and disengaged automatically by a cam 


A small, compact device made in nine sizes for light power 
in both the single and double type. 





Courtesy of a z 2 : . 
: wis “ Consult us about your elutch requirements Single Clutch 
Vanufacturers a a , with: Gear 
Consulting En Brod Se — ae k in standard sizes Mounted on 
Specli .) ‘hes on op y “ « 
yinecers, Svracusce, Hub 


Write for Catalog D-R 


THE CARLYLE JOHNSON MACHINE CO. MANCHESTER Conn. 























Most Plumbers and Fitters Know Them as the 


‘*Dependable’’ 
Brass Goods 


and 


Malleable 
Fittings i Quikwerk 
venaing in trade papers but [i Sledges 


by 30 years of actual experi- 
ence with them. They are 
recognized by this trade 
mark. 





UIKWERK Tools do stand up 
wonderfully—even under abuse 


for which no tool was ever intended. 





That’s because they’re made not mere 





L ly good enough, but better than they 
Sold Through Jobbers “ee : 


need to be. A margin of safety is bet 


HI -r than taking a chance. 
DETROIT BRASS & MALLEABLE WORKS ee ane eee 
Formerly Detroit Valve & Fittings and Detroit Brass Works {sk for Quikwerk Tools by name 


Holden and Greenwood Ave., Detroit, Mich. 


N. Y. Office (Metropolitan District Only) 66 Cliff St. | H The Warren Tool & Forge Co 
H. ROMEYN SMITH, Eastern Sales Manager ))} 258 Gri ldS W 5 Ohi z 
Southern Representative (East of Mississippi River) | 298 Griswold St. arren, ALO 


W. T. Mayfield, American Trust Building, 
Birmingham, Alabama 
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PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PRESSES, PAPER BALING 
Somers, Fitler & Todd Co. 
PRINTERS AND BINDERS 
Cuneo-Henneberry Service Co. 
R, R. Donnelley & Sons Co. 
Wynkoop Hallenbeck Crawford Co. 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PULLEY COVERING 
Chicago Rawhide Mfg. Co. 
PULLEYS, CAST IRON 
Birkle Machine Works 
jond Foundry & Machine Co. 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
Ww, A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
PULLEYS, PAPER COMPOSITION 
Composition Wood Products Co. 
PULLEYS, CONE 
W, A. Jones Foundry & Machine 
Saginaw Mfg. Co 
T. B. Wood's Sons Co. 
PULLEYS, CONVEYOR 
The Medart Company 
T. B. Wood's Sons Co. 
PULLEYS, FLANGE 
Dodge Sales & Engineering Co. 
The Hill Clutch Co. 
Ww, A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co, 
The Hill Clutch Co. 
The Carlyle-Johnson Machine Co 
Ww. A. Jones Foundry & Machine Co 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, GROOVED 
Birkle Machine Works 
Dodge Sales & Engineering Co. 
W. A. Jones Foundry & Machine Co. 
Reeves Pulley Co 
The Ohio Valley Pulley Works, Ine. 
Saginaw Mfg. Co 
The Medart Company 
T. B. Wood's Sons Co. 
PULLEYS, IRON CENTER 
Dodge Sales & Engineering Co. 
The Medart Company 
Reeves Pulley Co 
PULLEYs, TRON CENTER 
Dodge Sales & Engineering Co, 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
Dodge Sales & Engineering Co 
The Hill Clutch Co. 
W,. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Ine. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, MOTOR 
Birkle Machine Works 
Composition Wood Products Co. 
W. A. Jones Foundry & Machine Co 
The Ohio Valley Pulley Works, Inc. 
Saginaw Mfg. Co 
T. B. Wood's Sons Co. 
PULLEYS, STEEL 
Dodge Sales & Engineering Co. 
PULLEYS, STEEL RIM 
The Medart Company 








PULLEYS, STEP AND TAPER CONE 


Dodge Sales & Engineering Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 

PULLEYS, WOOD SPLIT 
Dodge Sales & Engineering Co. 
The Medart Company 
The Ohio Valley Pulley Works, Ince. 
Reeves Pulley Co 
Saginaw Mfg. Co. 


ANILL QUPPLUES 





PUMPs, GAS AND VACUUM 
Leiman Bros. 
PUMPS, HAND AND POWER 
F. E, Myers & Bro. Co. 
PUMPs, JET 
American Injector Co, 
Sherwood Manufacturing Company 
PUMPS, MINE 
F. E. Myers & Bro, Co. 
PUMPS, OIL 
Detroit Lubricator Co. 
Leiman Bros. 
The Lunkenheimer Co. 
The Pickering Governor Co. 
Sherwood Manufacturing Co. 
PUMPS, TANK 
F. E. Myers & Bro, Co. 
PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
PUNCHES, HAND 
Chas. Morrill 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 


RASPS 
Delta File Works 
RATCHETS 
Armstrong Bros. Tool Co. 
REAMERS 


Whitman & Barnes Mfg. Co. 
RED ROPE PAPER 
C. B. Hewitt & Bros., Inc. 
RESEATERS, BIBB 
Ajax Mfg. Co. 
RESEATERS, VALVE 
M. B. Skinner Co. “Skinner” 
ROOFING 
The Richardson Company 
ROPE DRIVES 
Dodge Sales & Engineering Co 
H. W. Caldwell & Son Co. 
The Hill Clutch Co. 
The Medart Company 
T. B. Wood's Sons Co. 
ROPE, WIRE 
Williamsport Wire Rope Co. 
RUBBER GOODS, MECHANICAL 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
Jenkins Bros 
New York Belting & Packing Co. 
SAFETY DEVICES 
The Crescent Machine Co. 
Dodge Sales & Engineering Co. 
SAND BLAST OUTFITS 
Leiman Bros. 
SAW SETS 
Chas. Morrill 
SAWs, BAND 
The Crescent Machine Co. 
SAWs, HACK (Machines) 
Racine Tool & Machine Co. 
SAWS, SWING, CUT-OFF 
The Crescent Machine Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 


SCREW MACHINES, AUTOMATIC 


The National Acme Company 
SCREW MACHINE PRODUCTS 
Ferry Cap and Set Screw Co. 
The National Acme Company 
Standard Pressed Steel Co. 
SCREWS, CAP AND SET 
Ferry Cap and Set Screw Co. 
The National Acme Company 
SCREWS, SAFETY SET 
Ferry Cap and Set Screw Co. 
The National Acme Company 
Standard Pressed Steel Co. 
Strong, Carlisle & Hammond Co. 
SCREWS, THUMB 
Victor Products Corp. 
SEPARATORS, OIL AND STEAM 
The D, T. Williams Valve Co. 
SHAFTING 
Bond Foundry & Machine Co 
Chicago Pulley & Shafting Co. 
lodge Sales & Engineering Co. 
The Hill Clutch Co. 
The Carlyle Johnson Machine Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Somers, Fitler & Todd Co. 
T. B. Wood's Sons Co. 


SHAFTING, TUBULAR (MATERIAL FOR) 


National Tube Company 








SHAPERS 
The John Steptoe Company 
SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Co. 
The Medart Company 
T. B. Wood's Sons Co. 
SHINGLES, “FLEX-A-TILE” 
The Richardson Company 
SLEEVES AND SOCKETS, DRILL 
The Whitman & Barnes Mfg. Co. 
SOAP DISPENSERS 
Chas. Morrill 
SOCKETS, DRILL 
The Whitman & Barnes Mfg, Co. 
SOLDER, BAR AND WIRE 
Chicago Solder Company 
SOLDERING COPPERS, 
SALT 
Chicago Solder Company 
SPROCKETS 
H. W. Caldwell & Son Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
STEAM SPECIALTIES 
American Injector Co. 
Crane Co. 
G. M. Davis Regulator Co. 
letroit Lubricator Co. 
Detroit Brass & Malleable Works 
The Lunkenheimer Co. 
Sherwood Manufacturing Co. 
Sterling & Skinner Mfg. Co. 
Strong, Carlisle & Hammond Co. 
The McRae & Roberts Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
STEEL STAMPS AND MARKING DIES 
The Hoggson & Pettis Mfg. Co. 
STENCILS, SHIPPING 
The Hoggson & Pettis Mfg. Co. 
STOCKS AND DIES 


FLUX, PASTE AND 
Ss 


Crane Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
STRAINERS 
American Injector Co. 
STRAPS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg, Co. 
STUDS, MILLED 
Ferry Cap and Set Screw Co. 
Vietor Products Corp. 
TANKS, SEAMLESS STEEL 
National Tube Company 
TAPS, COLLAPSING 
The National Acme Co. 
TAR BOARD 
Cc. B. Hewitt & Bros., Ine. 
TILING, RUBBER, INTERLOCKING 
New York Belting & Packing Co. 
TIRES, AUTOMOBILE 
Diamond Rubber Co., Ine. 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
TOOLS, ELECTRICAL 
Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
Knight Engineering & Sales Co. 
U. S. Electrical Tool Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co, 
Armstrong Bros. Tool Co. 
The Warren Tool & Forge Co. 
TOOLS, PLUMBERS’ AND STEAMFITTERS’ 
Crane Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 
TOOLS, VALVE RESEATING 
M. B. Skinner Co. ‘Skinner’ 
TORCHES, BLOW 
Geo. W. Diener Mfg. Co. 
TORCHES, WELDING 
Oxweld Acetylene Co. 
Torchweld Equipment Co. 
TRADE CATALOG PUBLISHERS 
Cuneo-Henneberry Service Co. 
R. R,. Donnelley & Sons Co. 
Wynkoop Hallenbeck Crawford Co. 
TRAILERS, FACTORY TRUCK 
Sharon Pressed Steel Co. 
TRANSMISSION, VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
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Sold by Dealers Daily 


mux SKINNER DRILL PRESS VISE 


Truly “The Handy Tool.” Small, 
convenient, portable, ideal for 
drill press, shaper, milling ma- 
chine, ete. 





\WVork can be firmly held in it, one 
operation completed, the vise 
turned upon its edge as _ illus- 
trated, and a second operation 
completed without reclamping the 
work in the vise. 

Send for illustrated circular 

showing sizes, prices, etc. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN,CONN U.S.A 
Established 1887 


New York Office: 94 Reade Street. 
Chicago Office: 552 West Washington Blvd 
San Francisco Office: Rialto Building. 
London Office: 139 Queen Victoria St., E. C. 4 
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NAMCO-Nuts & Screws 


Standard-S. A. E. Plain & Castellated Nuts 
U.S. S. and S. A. E. Cap Screws 
Set Screws & Milled Studs 


THE NATIONAL ACME CO. 


CLEVELAND, O. 


New York - Boston - Chicago - Detroit - Buffalo 
Warehouses: New York - Chicago 
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G. M. Davis Regulator Co. The 


Strong, Carlisle 


TRAPS, STEAM The 


& Hammond Co The Wn 
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Lunkenheime 
Ohio Brass Co. 


1 Powell C 


D. T. Williams Valve Co. Walworth Mfg. Co. 


H. D. 


Conkey 


Sharon Pressed 


H. D. Conkey 


TRUCKS, HAND 


TROLLEYS The I> 


& Company 


Jenkins 

Steel Co. The 
TRUCKS, FACTORY The Ol 
& Company The wm 
The D. T 


TUBING, RUBBER 


New York Belt 


National Tube 


The Whitman 


Crane Co 
Illinois Malleat 
Walworth Mfg. 


VALVE 
Chicago Belting Co. 
(Chicago Rawhide Mfg. Co 


Detroit Brass & Malleable 


The Lunkenhei 


The Penn Engineering Co. 
Skinner 

VALVES, BALANCED, 
Mason Regulator Co 


Sterling & 


VA 
Crane Co 
Jenkins Bros. 


The Lunkenheimer Co. 
Powell Co 


The Wm 
The D, T. Wil 
Walworth Mfg. 


VALVES, 


Crane Co. 
Jenkins Bros. 


vle Iron Co 


Walwort} 
ing & Packing Co 


TUBING, STEEL Crane C¢ 
Co Jenkins 


TWIST DRILLS ira tarnce) 


& Barnes Mfg. Co The D, T 
UNIONS, BRASS AND IRON 


Crane C¢ 

Detroit I 

Co The 
> 9 ray Tre The Wm 
DY: LRS 

BEATER Walwortl 


VALVES, AIR Crane © 
Works G. M. D 
mer Co 
Walwortl 


V 
Crane Ce 
Diamond 
Jenkins 


Mfg. Co. 
FLOAT 


LVEs, BLOW OFF 


New Yor 


Detroit F 
Detroit 

liams Valve Co Jenkins 
Co The 
’ 9a EE The Onhie 
CHECK The Wm 


The Wm. 


VALVES, 


T. Williams 
VALVES, HIGH 


Crane Co 


Bros 


Lunkenheimer ¢ 
Ohio Brass Co 


Valve Co, 
PRESSURE 


Powell Co 


‘* Williams 
1 Mfg. Co 


VALVES, 


) 
Bros. 

Powell C 
1 Mfg. Co. 
Williams 


VALVES, POP SAFETY 


subricator ¢ 


Lunkenheimet 


. Powell Ce 
1 Mfg. Co 
PREsS1L 


Valve Co 


HYDRAULIC 


o 


Valve Co 


‘o 
Co. 


’ 


RE REGULATING 


REDUCING 


. 
avis Regula 


Mason Regulator (Co, 


tor Co 


1 Mfg. Co. . 


ALVES, Pl 


Rubber Co., 


Bros 


MP OR RUBBER 


Ink 


k Belting & Packing Co 


VALVES, 
Malleable 
Lubricitor ¢ 


Srass « 


Bros 


Lunkenheimer ¢ 


» Brass Co. 


Powell Co 


Walworth Mfg. Co. 


The D. T 


RADIATOR 
Works 


AND RELIEF 


AND 


VISES, DRILL PRESS 

The Skinner Chuck Co. 
VISES, PIPE 

Crane Co, 
The Chas. Parker Co. 
Toledo Pipe Threading Machine (o 
Walworth Mfg. Co. 

WASHERS, LEATHER 
Chicago Belting Co. 
Chicago Rawhide Mfg. Co. 

WASHERS, RUBBER 
Hiamond Rubber Co., Ine 
New York Belting & Packing Co 

WASTE, COTTON AND WOOL 
The J. Milton Hagy Waste Works 
WATER CLOSETS, FROST PROOF 


Jos, A. Vogel Co. 
WELDING EQUIPMENT 
Oxweld Acetylene Co. 


Torchwelad Equipment Co. 

WHEELS, GRINDING 

Belting & Packing Co. 
WHISKBROOMS 


New York 


Long Island Broom Works 
WIPING CLOTHS, MACHINERY 
The J. Milton Hagy Waste Works 


Louisville Sanitary Wipers Co., Ine 
WIRE ROPE 
Wire Rope Co 
WIRE SOLDER 
Chicago Solder Co, 
WRENCH SETS 
Armstrong Bros. Tool Co. 
WRENCHES, ADJUSTABLE 

Walworth Mfg. Co. 


Williamsport 


WRENCHES, ENGINEERS’ & MACHINISTS’ 


Armstrong Bros. Tool Co. 
WRENCHES, PIPE 
Walworth Mfg. Co, 
WRENCHES, PIPE, CHAIN 
Tool Co. 
WRENCHES, SOCKET 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co 


Armstrong Bros 


(electr , 














Detroit Brass & Malleable Works W pecesrpaceeh vais Co. 
The Lunkenheimer Co VALVES, THROTTLE 
The Ohio Brass Co. Detroit Lubricator Co. 

The Wm. Powell Co Jenkins Bros. 

The D. T. Williams Valve Co The Lunkenheimer Co. 
Walworth Mfg. Co Walworth Mfg. Co. 

r whe * 7 od c 4 7 Wi i 8s ff: t ; 
VALVES, GATE, GLOBE AND ANGLE se 
Crane Co VISES, BENCH 

Detroit Brass & Malleable Works The Chas, Parker Co 
Jenkins Bros Walworth Mfg. Co. 
Service consists of giving a cus- 
tomer what is good for his car. _— 





DIXON’S 677 


For Transmission and 
Differential Gears 


\Vhen once used, he is a cus 
tomer for life. It makes the 
gears shift easily in summer 
and winter, run silently and 
deliver full engine power, 
which means fuel economy and 
better hill climbing. 


Write for dealers’ price list No. 71-G. 


JOSEPH DIXON CRUCIBLE CO. 
Established 1827 Jersey City, N. J. 


Vakers of 
Quality D N 


Lubricants Tract aan 


For Spur and Bevel Gears Use Dixon's Gear 
Lubricant No. 677. For Worm Drives Use Dix- 
on’s Gear Oil No. 675. For Universal Joints 
Use Dixon's Grease No. 672. 











It keeps m 
customers _ ar 


They are made right— 
Sell at the right prices — 


They are— 


























LISBON, OHIO, U. S. A. 
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Small 
2 / Size 
BIRKLE Mot Rail 
can be installed on any motor in a few minutes 
They keep the motor anchored on the exact spot where it 
belongs. 
A turn of the set screw and the motor can be moved back- 
ward or forward to keep the belt at the proper tension 
We carry a complete stock of Motor Rails from 6” to 32” 
centers, for inimediate shipment. 
Catalog, with all the dimensions, will be mailed upon request. 


Birkle Machine Works, 128 S. Clinton St., Chicago 
as 








AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers. 














Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


Sales Office, 26 John Street, N. Y. Factory, Elizabeth, N. J. 








AVOIDS TEARING up 
the FLOORS and LAWNS 


You Can Always Rely on 


HERCULES 


because it gets right to work 
and quickly clears stoppages in 
drain pipes and sewers. 


Send for Sample Can at Once. 


Hercules Chemical Co., Inc. 
440 Washington St., New York 


Canadian Distributors 
W. H. Cunningham & Hill, Ltd., 
269 Richmond St., Toronto, Ont. 











ELEVATOR 
BUCKETS 


Salem Buckets can be bought on 
faith, They have proven their leader- 
ship for the past 50 years. Mills that 


Square heel shelf want a durable and _ dependable 
huceket for han- bucket, specify ‘“‘Salem.’”’ Write for 
dling ore, coal. prices and kinds. If we haven’t it 
msg. NhGwen ate in stock, we will make it for you 
Elevates at low promptly. 

pein se aaa Mullins Body Corporation 
out boot, 















102 Mil! St. Salem, Ohio 





> _¢> The SOAPURN 


A | ’ is an economical, 

( 3) t e | sanitary liquid soap 
A ? e. Hy lispenser and is 
ee See made in a variety of 


sizes and styles to 
meet different con- 
ditions. Also made 
in a system consist- 
ing of tank, piping 
and dispensing 
valve. Write in for 
catalog and _ prices. 





Chas. Morrill, 98 Lafayette St., New York 














ene ct 
SUPERFLAKE 


GRAPHITE 


GRAPHITE GREASE 
GRAPHITE PAINT 
Lubricating Graphite Boiler Graphite 
Pipe Joint Compound 
SUPERIOR FLAKE GRAPHITE COMPANY 
76 West Monroe St., Chicago, Il. 

















McCAULEY BELTING COMPANY 


LEATHER BELTING 


412-420 ORLEANS STREET, CHICAGO, ILL. 








a mer! 








There’s a 
SWEETLAND 
For Every 
Chuck Need 


Complete Catalog 
on Application 





The HOGGSON & PETTIS MFG. CO., New Haven, Conn. 











Increase Your Income and 


Build Customer Good Will 
Cc by Selling 


‘“RACINE’’ 
HIGH SPEED 
METAL CUTTING 
MACHINES 


Write for Catalog 
and Prices 








“Racine” 
Junior 
Patented 
July 13, 1909, 
and Feb. 24, 
1914 





Racine Tool & Machine Co., Racine, Wis. 
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HESE joints are packed 
with Gaskets cut from 


Elbon asbestos sheet. That 
means they are equipped to 
stand steam pressure up to 
250 lbs.— temperature up to 
600 degrees. 

ELBON PACKING has 
extra strength, and a liberal 
margin of safety. It seals 
joints tight—will not shrink, 
burn, crack nor rot. 





It is ideal for acid, oil, am- 
monia and alkali lines, as 
well as steam and is used as 
standard by manufacturers 
of steam plant equipment. 

Sold in sheet form by our 
Distributors, or special gas- 
kets made to order. 

There is a Diamond Dis- 
tributor near you. If you do 
not know him, write our 
nearest Branch Office. 


THE DIAMOND RUBBER COMPANY, Inc. 
Akron, Ohio 


Atlanta . . . 263 Peachtree St. 
Chicago . . 1925 Michigan Ave. 
Kansas City 23rd and Grand Ave. 


Boston. . 


San Francisco 401 Mission St. 
- 869 Boylston St. 
Dallas ... 


New York . . 1780 Broadway 
Philadelphia 1248 N. Broad St, 


1201 Young St. Seattle .. . . 115 King St. 


Diamond Packing 

















When writing to Advertisers please mention Mitt SupPpLigs, 














SALAMANDERS 


We Are Able to Supply You in Any Quantity 
Write for Prices 


SOMERS, FITLER AND TODD COMPANY 
327 Water Street, Pittsburgh, Pa. 





SAFELY SET SCREWS 





Take five minutes longer 
on your initial sale, demon- 
strating how Mac-it Set 
Screws effect a saving, and 
the repeat orders come in 
to you without further 
effort. 


Mac-it Safety or Hollow 
Set Screws never let the 
wrench turn in the socket, 
and the Mac-it Standard 
Square Head Set Screw 
never “loses its head.” 


The STRONG, CARLISLE 


& HAMMOND CO. 
Cleveland, O. 


BRANCHES 


Boston Philadelphia Detro:t 
New York Chicago 


Make Mac-it Endurance Your Sales Insurance 
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